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N. Y. Frigidaire 
Branch Revises 
Price Schedule 


‘Clearing the Decks’ For 
1941 Models Seen as 
Probable Reason 


NEW YORK CITY—Reductions of 
from $10 to $40 in the list prices 
of several models in the 1940 
Frigidaire line have been made by 
the company’s branch here, re- 
portedly as part of a routine move 
to clear distributor stocks for the 
1941 line. 

In connection with the price reduc- 
tions, a company official pointed out 
that the move applied only to 
certain models which had _ been 
relatively slow-moving in the New 
York territory, and was in con- 
formity with the regular clearance 
action ordinarily taken at about this 
time every year. 

Local reductions also are not to 
be considered as “standard,” it was 
emphasized, since all clearance moves 
are strictly local in character, and 
certain models affected here may not 
be concerned in certain other terri- 
tories. It also was emphasized that 
none of the reductions apply to 
low-price “specials” or other 1940 
models on which large-volume sales 
have been recorded. 

Reductions in the New York 
branch territory are as follows: 

Revised prices of models affected 
in the New York territory follow, 
with reductions from former prices 
given in parenthesis: M-5, $139.50 
($10); M-8, $174.50 ($25); D-5, 
$149.50 ($25);..D-6, $159.50 ($30); 
CWM-5, $149.50 ($20); CWM-6, 


$159.50 ($25); CWD-6, $189.50 ($25) ; 


CWD-8, $244.50 ($30); CWI-6, 
$214.50 ($25); CWI-8, $249.50 ($30); 
CWI-13, $379.50 ($40). 


Notre Dame Scientist 
Draws ‘Freon’ Charts 


WILMINGTON, Del.—Mollier heat 
charts for ‘‘Freon” refrigerants have 
just been made available by Kinetic 
Chemicals, Inc. to design engineers 
in the refrigeration engineering field, 
and to the deans of the mechanical 
engineering departments of technical 
schools and universities. 

These new “Freon” pressure heat 
charts, approximately 19 x 24 inches 
in size, are printed in five colors 
on white. Kinetic Chemicals officials 
believe they are the first complete, 
large size, five color, large super- 
heat region, easy-to-read heat charts 
made available for any refrigerant. 

The charts will have use in per- 
mitting accurate and rapid deter- 
minations of values for various tem- 
perature and pressure conditions. 

Originals of the charts were pre- 
pared by Karl R. Weigand of Notre 
Dame university. For the painstak- 
ing efforts necessary to draw the 
many thousands of lines of the charts 
Mr. Weigand found the hours of 
2 a.m. to 7 a.m. most suitable, and 
arranged his life so that he could 
work at these hours with freedom 
from interruption by noise from any 
source, 

It is said that the use of different 
Colors for ordinates, saturation, tem- 
perature, entropy, and volume lines 
Permit of more rapid and accurate 
reading and, most of all, relief from 
eye strain as compared with black 
on white as previously used. 

Greater accuracy and rapidity of 
reading is also obtained by devoting 
approximately two thirds of the chart 
to the superheat region as compared 
to one third used on charts for other 
refrigerants. Smaller gradations of 
values for superheated vapor volume, 
entropy, and temperature lines and 
the use of both pressure and tem- 
Perature scales for saturated values 
Permit of more accurate reading. 


Low-Cost Produce 
Freezer May Spur 
Farm Processing 


AUSTIN, Tex.—A new type of 
quick-freezing apparatus for fruit 
and vegetables has been developed 
by Dean W. R. Woolrich of the Col- 
lege of Engineering of the University 
of Texas and his staff, and may be 
produced on a commercial basis 
sometime next year. 

A complete description of the ma- 
chine and the results that can be 
obtained with it will probably be 
given before the A.S.R.E.-Southwest 
Foods Conference, now tentatively 
scheduled for March 27-28, 1941. 

It is expected that the freezer, 
which can be built at the relatively 
low cost of $500, will be of especial 
importance to small growers. 

The estimated cost of freezing 
produce with the new machine—2'% 
cents per pound of frozen product— 
is negligible in the face of losses 
which farmers are now undergoing 
in their efforts to sell no crops when 
no market need exists, Dean Wool- 
rich said. 

Permitting a faster freezing rate, 
the machine uses to advantage the 
ice crystals which have heretofore 
clogged freezing apparatus to stymie 
engineers experimenting with the 
immersion type of refrigeration, it 
is pointed out. 

A patent for the freezer is now 
pending, and will be controlled by 
the University of Texas Research 
Corp., Dean Woolrich revealed. 

Another patent is being taken out 
by the university for the polyphase 
freezing solution—a vapor, liquid, 
and ice mixture of sugar syrup— 
which will not freeze until it reaches 
—5° F., and coats the frozen fruit 
or vegetables with a thin film of 
sugar solution to prevent oxidation. 


Bendix Aviation Sells 
Appliance Firm Stock 


NEW YORK CITY —A minority 
interest in Bendix Home Appliances, 
Inc., owned by Bendix Aviation 
Corp., has been sold to the Atlas 
Corp. and to Allen & Co., investment 
bankers, it was announced here. 
Bendix Aviation had acquired the 
stock in the appliance firm by virtue 
of its early development and pro- 
duction work in the home laundry. 

The transaction included Bendix 
Aviation’s holdings of bonds of the 
appliance company as well as its 
25% voting interest in the company, 
made up in part of class A stock, 
with three votes a _ share, and 
common stock, with one vote a share. 

Atlas previously had held 23,650 
of the company’s 121,840 class A 
shares, and 2,600 of its 762,640 
common shares. 

Both purchasers indicated that 
they would hold the securities for 
investment, and that they had no 
interest in nor plans for active 
management of the company. Edwin 
R. Palmer, vice president and treas- 
urer of Bendix Aviation, who repre- 
sented the Bendix interests on the 
executive committee and board of 
directors of the appliance concern, 
has resigned both posts. 


Sales Approach For 
The Xmas Trade 


Christmas merchandising ideas for 
the dealer in refrigerators and other 
major appliances—presented in plenty 
of time to be copied for this year’s 
holiday season—will be found on 
pages 2 and 3 of this issue of Air 
Conditioning & Refrigeration News. 


Award Offered For 
Engineers’ Writings 


DETROIT—A_ special award for 
outstanding papers has recently been 
offered to the American Society of 
Refrigerating Engineers by _ the 
Wolverine Tube Co., and has been 
approved by the Council of the 
A.S.R.E. 


The society will have complete con- 
trol over the selection of the winner, 
and the following specifications have 
been outlined by the A.S.R.E. awards 
committee, Dr. W. R. Hainsworth, 
chairman. 


“The Wolverine Tube Co. Award is 
for the purpose of stimulating the 
publication of technical information 
which is of interest and of value to 
the refrigeration industry. 

“The award is in the form of a 
medal having a diamond inset with 
the recipient’s name and the date 
engraved on the back. 


(Concluded on Page 7, Column 5) 


‘Parachute Attack’ on 


Prospects Easy For 
This Salesman 


WINCHESTER, Va.—When George 
deGrange, refrigerator salesman for 
Consumers Utilities Co. here, drops 
in on a customer—he really “drops.” 
He is an army-trained parachute 
jumper and holder of the world’s 
record for the- longest period spent 
riding a ’chute. 

Mr. deGrange established his rec- 
ord in July, 1938, when he “bailed 
out” at an altitude of 14,000 feet 
and stayed in the air 12% minutes. 
And with public interest in parachute 
jumping on the increase, he has com- 
bined his selling activities with his 
hobby, making more than 350 leaps 
since leaving the army in 1934. 


Anderson In Factory 
Post at Kelvinator 


CHICAGO—D. E. Anderson has 
been named assistant to R. C. 
Cameron, national sales manager of 
Kelvinator’s department and furni- 
ture store division. Prior to his 
promotion, Mr. Anderson had been 
handling Kelvinator’s major store 
accounts in Chicago. Before going 
to Chicago four years ago he was 
Kelvinator sales manager at Peoria, 
Til. 


W. Valencourt will succeed Mr. 
Anderson at his Chicago post. Mr. 
Valencourt has been doing similar 
work for Kelvinator in Boston. 


Leagues See Need of ‘Quality 
Control’ on Used Refrigerators 


OaklandAppliance 
Dealers’ Group 
Makes Stand 


OAKLAND, Calif.—With a rumor 
going the rounds here that efforts 
are being made to drum up a new 
organization of appliance dealers, the 
Appliance Dealers Trade Association 
of Alameda and Contra Costa coun- 
ties has issued a statement of its 
program for dealers. 

“1. Don’t give cash discounts on 
resale merchandise. 

“2. Don’t give indirect discounts in 
the form of excessive trade-in allow- 
ances. 

“3. Don’t use ‘bait advertising’ 
either of merchandise or of credit 
terms. 

“In other words, our purpose is 
that merchants obey the Fair Trade 
Practices Act, live up to their Fair 
Trade contracts, and refrain from 
misleading customers or prospective 
customers.” 


Figures Outlined on 
“Market Saturation’ 
In Air Conditioning 


CHICAGO — Declaring that the 
outlook for the air conditioning 
industry is more encouraging today 
than ever before, Willis H. Carrier, 
chairman of Carrier Corp., told the 
company’s directors at a recent meet- 
ing here that the potential market 
“barely has been scratched.” 

“The air conditioning market of 
the future,” Mr. Carrier said, “lies 
in equipping a multitude of small 
business places, shops, restaurants, 
hotels, and apartment houses 
throughout the country.” 

Only 5.46% of the nation’s office 
buildings, 0.3% of the apartment 
houses, and 13.9% of the hotels have 
been air conditioned up to now, he 
declared. 

“At the start of this year, air 
conditioning had been installed in 
3,010 industrial plants, but this 
amounted to only 1.78% of the na- 
tion’s total number of factories,’’ Mr. 
Carrier said. “At the same time, 
40,247 installations had been made 
in the commercial markets—a satura- 
tion of only 2.8% in that field.” 

Tobacco and candy factories have 
the highest percentage of saturation, 
23.5% and 10.81%, respectively. Fur 
storage vaults place third with 
5.63%, he reported. 

Among theaters, in the commercial 
field, only one out of every six is air 
conditioned, he said. 


Only 1.38% of the total number of 
drug stores have been air condi- 
tioned; only 1.8% of restaurants; 
2.69% of the banks; and 2.21% of 
all other likely retail stores, Mr. 
Carrier asserted. 


Refrigerator Sales 


Dallas Sept. Sales 
Up 77% Over ‘39 


DALLAS, Tex.—Household refrig- 
erator sales reported by dealers in 
the territory of Dallas Power & 
Light Co. during the first nine 
months of the year totaled 9,164 
units, an increase of 32% over sales 
for the same period of 1939. 

Sales for September alone totaled 
709 units, a 77% gain over sales for 
the same month last year. 

Estimated value of the refrigerator 


(Concluded on Page 7, Column 4) 


Gains Continued 


Virginia Oct. Gain 
Was Above Average 


ALEXANDRIA, Va.—Major elec- 
trical appliance sales in the territory 
of Virginia Public Service Co. are 
definitely on the upgrade. Unit sales 
of refrigerators, ranges, and water 
heaters were well ahead of compara- 
ble 1939 marks. 


10 10 

Oct., Oct., Mos., Mos., 

Appliance 1940 1939 1940 1939 

Refrigerators 540 346 11,790 7,949 

Ranges ...... 136 89 1,493 982 

Water Heaters 37 30 517 381 
bay, % -_ 


In Third Quarter 


Improvement Continues 
In New Orleans Sales 


NEW ORLEANS —A record vol- 
ume of refrigerator sales, 8,352 units, 
was run up by dealers here during 
the first nine months of the year, 
according to figures compiled by New 
Orleans Public Service, Inc. from 
dealer reports. Sales for the same 
period of 1939 totaled 5,424 units. 


To the stimulus of this year’s 
lower prices, utility officials and 
those of the Electrical Association 


(Concluded on Page 7, Column 4) 


~° Measure Suggested To 


Keep Poorer Trade-Ins 
Out of the Market 


By T. T. Quinn 

CHICAGO — Although they may, 
in most cases, hold sideline seats, 
electrical leagues intend to continue 
to use their best efforts and influence 
in seeing that the refrigerator trade- 
in situation in their own communi- 
ties continues to develop § along 
healthy lines. 

This attitude was indicated in 
discussions which followed a report 
by J. A. Morrison, managing director 
of the Electrical Association of 
Philadelphia, on trade-in activities in 
that city, at last week’s fifth annual 
conference of the International Asso- 
ciation of Electrical Leagues in the 
Palmer House here. 

Necessity of re-sale standards for 
used refrigerators appears to be a 
major problem which will have to 
come up for settlement before long, 
especially with regard to some sort 
of “quality control” of used units 
offered to purchasers in the low- 
income brackets. Few cities in which 
the trade-in market has_ reached 
volume proportions have any such 
regulations at present. 

Mr. Morrison’s report on the 1940 
trade-in situation in Philadelphia 
was devoted primarily to a review 
of the activities of the refrigerator 
rebuilding plant in that city, and 
with which the Philadelphia associa- 
tion has no connection. 

This year’s new-refrigerator prices 
apparently had two effects on Phila- 
delphia dealers’ policy regarding 
used units: 

1. Rather than attempt to sell the 
used models in competition with new 
stock, the dealers apparently pre- 
ferred to dispose of the units outright 
to the refrigerator rebuilding plant. 


Approximately 80% of dealers’ 
trade-ins were sold outright to the 
plant. 


2. Dealers also were inclined to 
forego the “blue book” as a stand- 
ard of used-refrigerator allowances, 
going instead to a flat 10% allow- 
ance on the price of the new refrig- 
erator purchased. 

It was pointed out, however, that 
the “blue book” had proved useful 
to dealers in giving prospects an 
idea of the actual re-sale value of 
their old refrigerators, and in that 
way helped make trading an easier 
task. 


(Concluded on Page 12, Column 1) 


Bartlett Heads Leagues; 
Other Officers Named 


CHICAGO—J. S. Bartlett, manag- 
ing director of the Electric Institute 
of Washington, was elected president 
of the International Association of 
Electrical Leagues for the coming 
year at the business session of the 
organization in connection with its 
fifth annual conference. 

C. H. Christine, secretary-manager 
of the St. Louis Electrical Board of 
Trade, was named vice president; 
and J. A. Morrison, managing direc- 
tor of the Electrical Association of 
Philadelphia, was elected treasurer: 

Members of the board of gov- 
ernors, in addition to officers, are: 
G. W. Austen, manager of the Elec- 
tric Service League of Toronto; A. 


A. Gray, manager of the Electric 
Association of Chicago; George 
Barker, manager of the Northern 


California Electrical Bureau, San 
Francisco; C. E. DeLaney, manager 
of the Hartford (Conn.) Electric 
League; J. E. North, president of 
the Electrical League of Cleveland; 
and W. A. Ritt, secretary-manager 
of the North Central Associated 
Electrical Industries, Minneapolis. 
G. W. Weston, secretary-manager 
of the Electric Association of Kansas 


City and retiring president, will 
serve as an advisory member. 
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Secret of Successful Christmas Selling Lies In Aggressive Promotion 


California Appliance Group’s Cooperative 


Holiday Campaign Really Gets Results 


All-Industry Financing, Variety of Mediums 
Benefit Both Big and Small Dealers 


SAN FRANCISCO—An _interest- 
ing example of how _ cooperative 
merchandising efforts can be applied 
productively to Christmas selling is 
provided by the experience of the 
Electrical Appliance Society of 
Northern California. 

The Northern California society, 
which numbers among its members 
power companies throughout the 
region and several thousand inde- 
pendent electrical dealers, has for a 
number of years staged several sea- 
sonable merchandising campaigns a 
year for promotion of timely items. 
All of them have brought results— 
even on difficult-to-sell items such 
as ironers. However, the Christmas 
campaign, which has been held each 
year for the last four or five years, 
remains as one of the highlights of 
the whole merchandising program. 


COSTS SPLIT FAIRLY 


With funds raised on an equitable 
basis through contributions of all 
branches of the industry, the society 
sponsors a holiday promotion cam- 
paign designed to make electrical 
gifts one of the first choices of every 
potential buyer. Numbers of small 
dealers who individually would have 
little opportunity to sell the electrical 
gift story on a large scale are given 
the benefits of joint effort. As a 
result, appliance gift sales of the 
holiday season in this territory have 
reached an all-time high in the last 
few years. Small shops which for- 
merly did very little Christmas busi- 
ness find December one of the 
biggest months of the year. 

The cooperative advertising pro- 
gram each season is launched with 
large-space newspaper advertising. 
Last year, two large advertisements 
—45 inches in dailies and 20 inches 
in weeklies—-furnished by the Pacific 
Gas & Electric Co. over the signature 
of the Electrical Appliance Society, 
were run the weeks of Dec. 11 and 
18 in more than 280 northern Cali- 
fornia newspapers. More than $8,500 


was spent on this newspaper adver- 
tising alone. 

During the same holiday buying 
period, the society sponsored more 
than 350 radio spot announcements 
on 13 key stations. This society 
effort was supplemented with addi- 
tional coverage through spots pro- 
vided directly by Pacific Gas & 
Electric Co. on its radio program 
out of San Francisco. 

Bill stickers represented the third 
phase of the holiday advertising 
campaign. Approximately 75,000 of 
these are purchased by dealers each 
year for use in packages, on bills, 
and in letters. In addition, more 
than 350,000 of them are distributed 
by the utility company on its power 
bills. 

Dealers are also furnished with a 
wide variety of holiday display mate- 
rial. For example, last year they 
were provided with four different 
display pieces: 

1. A colorful Santa Claus easel 
card in 20 x 30-inch size. 

2. Counter cards in the same 
design. 

3. Ten-inch holly wreaths for 
tying with cellophane ribbon to all 
larger appliances. 

4. Miniature holly wreaths for 
tying to small table appliances. 


PUBLICITY FURNISHED 


Supplementing these standard ad- 
vertising mediums was a wide variety 
of publicity furnished each dealer 
for distribution to his local news- 
paper. Each season a large news- 
paper clip-sheet containing publicity 
stories on every type of electrical 
appliance is put out. Produced to 
meet the space requirements of 
newspaper editors, the sheet covers 
everything from a full-column story 
to a variety of two-line fillers. Mat 
service is available. 

Enclosed with a copy of the clip- 
sheet sent to each dealer member is 
another leaflet, giving timely sug- 
gestions on holiday selling. One 


—_ * 


tS ISAT SE 
section is devoted to an outline of a 
complete, well-rounded tie-in cam- 
paign for the individual dealer. 
Another gives suggested wording for 
use on window and table showcards. 

Finally, there’s a window display 
contest to encourage individual deal- 
ers in utilizing to good advantage 
the display material sent them. 
Last year a total of $180 in prizes 
was awarded in this contest. The 
contest is open to all dealers in the 
territory served by the participating 
utility company. Rules require that 
the displays entered must be in 
actual use for at least one week 
during the holiday buying period. 

The displays, which must be 
entered by means of photographs 
sent to society headquarters, are 
judged on the basis of effectiveness 
in attracting and holding attention, 
originality, sales appeal, arrange- 
ment, color, and adherence to the 
campaign theme. 

The whole campaign is tied to- 
gether in such a way as to give each 
individual member of the group the 
full benefits of joint effort. Through 
cooperative effort it builds a holiday 
buying idea that would be impossible 
for any individual dealer. 


Two Frigidaire Ranges 
Added For Christmas 


DAYTON, Ohio—Added to Frigid- 
aire’s refrigerator promotion during 
the Christmas shopping period will 
be two electric range models in both 
low and medium price brackets. 

One range, the B-10, will retail for 
$99.75 in zone B, while the second 
range, model B-35, carries a retail 
price of $145 in the same area. 

As previously announced, _ the 
Christmas special refrigerator, priced 
at $118.50 in zone B, is of 6-cu. ft. 
size, with Quickube ice trays, double- 
width dessert tray, evaporator door, 
sliding hydrator, larger freezer com- 
partment, and gray door trim, in 
addition to basic Frigidaire features. 

Supporting the holiday campaign 
will be special newspaper and maga- 
zine advertising, outdoor posters, and 
dealer window displays. 


Wreaths Mean Dealers 
Are Alive—Not Dead 


IN BLOWER WHEELS 


OR COMPLETE 


BLOWER ASSEMBLIES 


blower wheels 


LAU Wheels and Assemblies. 


tested. 


"You Get More 
Efficient, Quieter 


@ Research engineers for some of America’s greatest builders of air 
conditioning units have made grueling performance tests in search of 
and blower assemblies that 
dependability, and quietness of operation .. . 


excell in efficiency, 
and have decided on 


Thousands upon thousands of LAU wheels, assemblies, and pillow 
blocks go into air conditioning units every year. 
This smaller equipment is designed with the same skill characteristic 


of the larger LAU Blowers... 
All wheels are dynamically balanced and blowers are rated 


according to A.S.H.V.E. standards. 
There are sizes to meet every requirement. Join the swing to LAU. 


and just as carefully fabricated and 


LAU BLOWERICO. 


2016 Home Ave., Dayton, Ohio 


=— 


BLOWERS © FANS WHEELS « PILLOW 


ges 


THERE'S A SALES ENGINEER NEAR you 


pleats 
ses 
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BRIDGEPORT, Conn. — Free 
Christmas wreaths for range and 
water heater dealers are _ being 
presented as advance gifts this year 
by the General Electric range and 
water heater section. The wreaths 
have been sent to distributors for 
distribution to dealers, in apprecia- 
tion of their effective use of display 
materials this year—and to start 
prospects thinking early about elec- 
trical gifts as being both sentimental 
and practical. 


Effective Simplicity..... 


(Ree te ee ee 
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CEN ERAL ELECTRIC 
Eucrnica 4 IOERATOS 


i: Sermon is the keynote of this window display in which each appliance 
is featured as a separate entity, yet the whole display is tied together 


by a unifying theme. 


Wide red bows around each appliance, together 


with holly-decorated signs, add a festive touch. 


Keep Appliance Prices Down To Step 
Xmas Sales Up, Dealer Advises 


NEW ORLEANS—“Christmas is a 
time of higher prices and the best 
market of the year,” reports J. H. 
Eberhardt, major appliance manager 
at the Maison Blanche department 
store here, ‘‘but the appliance dealer 
can get better results if he marks 
down his prices, instead of raising 
them, at this time.” 

At Maison Blanche, Christmas is 
one of the most successful refriger- 
ator-sale periods of the year. In 
1939, the department sold 74 refrig- 
erators for gifts, as compared to only 
15 or so the year previous. Above 
the gift bracket, however, is the 
sale of nearly 200 refrigerators to 
customers who ostensibly have no 
gift reasons for making the purchase. 

The Maison Blanche merchandising 
program has several unusual steps, 
which Mr. Eberhardt has developed 
after a study of the holiday market. 
First, all advertising is pulled up 
and discontinued after Oct. 10, on 
the theory that most potential buyers 
are saving their money toward 
Christmas from that date onward. 
Supplanting it is the only direct-mail 
program of the year. 

“We send out this one direct-mail 
promotion because it reaches the 
prospect more effectively than other 
advertising, and offers him a modified 
sort of ‘last chance,’” Mr. Eber- 
hardt explains. ‘The mailing offers 
him a special markdown, better than 
at any other time of the year, to 
convince him that now is the time 
to buy any model he may have been 


considering. Those points are care- 
fully explained, along with the fact 
that he will not be solicited again 
following Dec. 25.” 

On Jan. 1 the store throws out 
the previous year’s prospect index 
file—and begins a new one for the 
new year. 

“If prospects cannot be sold in 
three or four months, it is useless 
to keep after them,” it was explained. 
A new year means a new start— 
with the prospect slate wiped clean. 
Before this is done, salesmen are 
given a chance through November 
and December to close all _ sales 
hanging’ fire. 

Holiday markdown may be as 
much as $12 on popular refrigerator 
models, and up to 10% on chipped 
or display-damaged refrigerators or 
washing machines. This gives the 
store an equal chance to appeal to 
the man who wishes to present his 
family with a new Christmas refrig- 
erator, or to the man who simply 
wants a “bargain.” 

A list of all floor models and 
otherwise marked-down | stock is 
given to salesmen, who spend the 
holiday month telephoning, making 
calls, and writing letters with the 
idea of “winding up” sales before 
the prospect file is discarded. 

In each case, the prospect is told 
that here is a “once-a-year” chance 
to save, and that his name will be 
taken off the list following New 
Year’s Day. As a result, many half- 
completed sales are closed. 


FOR ALL AIR 


CONDITIONING JOBS 


Z— 
HUSSEY Aire L2ke COPPER 


Developed by nature in the crucible of Time, this 
premium grade copper is just naturally more endur- 
ing than ordinary copper, yet costs no more—a factor 
that makes Hussey the most widely preferred copper 
for all air conditioning jobs, large or small. You'll 
find Hussey Pure Lake copper easily available, too, 
through convenient warehouses everywhere. Check 
your nearest source of supply. 


C. G. HUSSEY & COMPANY 


(Division of Copper Range Co.) 
Rolling Mills and General Offices: Pittsburgh, Pa. 
Warehouses in Principal Cities 
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‘Sinioiinili Is 50% of Christmas 
Selling, Says Wisconsin Dealer 


Proper lighting vastly enhanced the appeal of this window display used 
last year by the Janesville, Wis. store of Krueger Appliance Co. Each 


appliance was wrapped in cellophane. 
ese 8 


Krueger Stores Also Use Women ‘Visitors’ 


To Uncover Leads 


JANESVILLE, Wis. — Use of 
women solicitors as “bird dogs” in 
lining up prospects for Christmas 
appliance sales has been a major 
factor in boosting holiday business 
for Krueger Hardware Co., with 
stores here and in Beloit—that, plus 
a “showmanship” appeal which car- 
ries the Christmas motif through 
newspaper and direct-mail advertis- 
ing and into window and_ store 
displays. 

Frank and Ed Krueger, who oper- 
ate the dealership, report that women 
solicitors are particularly valuable 
in promoting Christmas _ business. 
The women talk about everything 
from doing a washing to how to 
remove stains from a tablecloth... 
and the average housewife will open 
the door to her, where she wouldn’t 
for a man, and also is more inclined 
to talk over her problems more than 
she would with a man. 

“Some of our women solicitors 
can close sales, and do,” says Ed 
Krueger, “but in most cases they 
turn over the good prospects to our 
male salesmen. Especially during 
Christmas season, these _ solicitors 
can find out from women if they’d 
like a washer, refrigerator, range, 
roaster, etc. for a gift, and if the 
woman shows interest, then’ the 
solicitor often gets in touch with 
the husband and informs him of the 
fact. Numerous sales are made 
through this sort of cooperation.” 


This hardware firm’s Christmas 
appliance merchandising program 
begins early in November, when 
extra effort is put on this department 
by both men and women salesmen. 
An early start is important, Mr. 
Krueger emphasizes. 


One of the most important phases 
of merchandising appliances during 
the Christmas season, aside from an 
intensive house-to-house campaign, 
is the matter of well planned, well 
decorated, and well lighted windows, 
Mr. Krueger says. 


“Downtown street traffic is in- 


creased greatly during the holiday 
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Mills Condensing Units 


By Mills Novelty Company 
4100 Fullerton Ave., Chicago, Ill. 
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For Holiday Sales 


season, and for this reason an appli- 
ance window must be outstanding to 
attract prospects. Many men may 
not have the least idea in the world 
of buying a major appliance for the 
family as a Christmas gift, but a 
fine appliance window with a Christ- 
mas motif often gives him an idea.” 

At the Janesville store, the appli- 
ance window last Christmas featured 
a range, a refrigerator, a washer, 
all wrapped in cellophane, as well 
as numerous smaller appliances. 
Background of the window was done 
in a Christmas motif. 

Inside the store were special dis- 
plays of appliances. Red_ cord, 
touched with silver trimmings, was 
used with drapery effect on the 
ceiling and sidewalls, to give the 
Christmas idea. Several large red 
bells were also placed in various 
locations. 

The Christmas appliance window 
at the Beloit store had a background 
of brilliant red, showing up the 


white appliances, washer, range, 
refrigerator, roaster, and smaller 
items. 


“Christmas merchandising in most 
retail stores is 50% showmanship,” 
says Mr. Krueger. “We have found 
that showmanship on appliance dis- 
play helps us to achieve more sales 
at this season of the year, when 
color plays such an important part 
in getting the customers to part 
with their holiday dollars.” 


Christmas Sales Mean 
Cash For Certificates 


MEMPHIS, Tenn.—Use of a novel 
“prospect-reward” certificate for 
past customers helps Wallace-John- 
ston Co., G-E dealership, solve the 
problem of pulling its share of 
Christmas gift dollars. 

“We know that there are many 
opportunities of selling refrigerators, 
ranges, washing machines, and even 
ironers at Christmas time—and that 


“ we can’t personally dig up all the 


prospects,” reports Lloyd Ramsey, 
sales manager. “So we pay our past 
customers and users for providing 
prospects for us.” 

Early in October, Mr. Ramsey 
offers his users a certificate worth 
$1, $2, and $3 for bona fide prospects 
for the Christmas season, with the 
“reward” scaled in relation to the 
unit prices of the different appli- 
ances. One thousand of these are 
printed and sent to all users, with 
a form letter offering the reward 
upon cashing the certificate after 
any prospect turned in by a user has 
been sold. 

Goods leads are encouraged by 
pointing out that salesmen will waste 
valuable time if false prospects are 
turned in. If the user has more 
than one prospect to offer, she may 
attach a note listing the names. 

Each year this idea has brought in 
around 200 good prospects for gift 
sales of appliances, with a return 
of almost 75% on the certificates, 
Mr. Ramsey says. 


School Kids Canvass 
For Christmas Sales 


LITTLE ROCK, Ark.—Cashing in 
on youthful enthusiasm, the Electric 
Appliance Co., 204 Louisiana S&t., 
trains high school and college boys 
as salesmen, to sell appliances dur- 
ing vacations and holidays. 

The young salesmen often sell 
enough to pay all of their educational 
expenses. Their average sales are 
$200 a week, which yields them $25 
in commission. 

The youths are given one week 
of intensive training, with special 
coaching each evening and a short 
sales meeting each morning. The 
six young men now on this special 
sales force do not let down on their 
sales efforts even when they are 
away at college, for many of them 
make major appliance sales among 
their friends. These school boys are 
all good cold canvassers, and do not 
hesitate to tell prospects that they 
are trying to work their way through 
school. 

During the summer, Christmas, 
and Easter vacations they usually 
give all of their time to their sales 
job with the dealer. Boys who are 
going to school in Little Rock 
work on Saturdays and after school 
throughout the year. 

To keep the special sales force of 
six youths intact, the dealer has to 
add new youths from time to time. 
They are secured through classified 
advertisements, which advise young 
men eager to make a few extra 
dollars for school expenses to con- 
tact the Electric Appliance Co. 


Sam’s Selling Slants 


Vv. E. (“Sam”) Vining, 
merchandising manager 
for Proctor Electric Co., 
is the industry’s most 
colorful salesman. This 
is the twentieth of a 
series of Sam’s famous 
“Selling Slants” mes- 
sages to salesmen. An 
earlier series was pub- 
lished in the News in 
1937, 


Christmas 


It’s a good idea to DEVELOP some Christmas business. 
years we develop nothing. 


All we do is use the newspapers and radio to shift all normally 
expectant business for the first quarter of this year back to 
December of the previous year. We follow a formula. 


We tell everybody, in 15 minute relays, “In times like these we 
must have a PRACTICAL Christmas. 


We spend millions telling Father that a cotton flannel “nighty” 
will make a perfect Christmas for Mother; and more millions telling 
Mother to be sure and give father a coupon book good for 12 
haircuts. Terrible! 


The clothing merchant who sells a woman shirts for her 
husband as a Christmas gift creates no business. Sell her a 
flowered dressing gown and you have done something. The man 
will buy the shirts anyway when he needs them. 

The store pushing “practical” things at Christmas time is 
building nothing—it is merely laying the ground work for a 
beautiful “morning-after” headache in January, February, and March. 
Oh boy, for the good old days when a Christmas necktie was somethin’. 


Most 


Dampen Vibration Before It Begins 


S. 


ae 


factory. . 


neci{y DELCO MOTORS 


... Dynamically Balanced 


Whether the application is a household 
refrigerator or a commercial refrigeration 
an air-conditioning system for the 
home or a large installation for building or 
. it will be smoother and quieter in 
operation if it is powered by Delco. For Delco 
motors offer the specific advantages of 


operation that has introduced new stand- 
ards of satisfaction to motor users in every 
field. 


Delco motors are available in types and sizes 
to meet your specific power requirements— 
designed to contribute to appearance as well 
as performance. Consult the Delco Products 
Engineering Department for information on 
Delco commercial motors for your product, 
and Delco industrial motors for your factory 
equipment. 


dynamic-balancing, perfect alignment 


throughout, 


practical minimum. 


Dynamic-balancing of all Delco motors is 
performed on a specially-built machine 
developed by Delco Products engineers and 
General Motors research engineers. It is an 


and exceptionally accurate 
machining of bearing and shaft surfaces— 
three factors that reduce vibration to a 


Delco Power Units for Refrigerators— 
“%e h.p. and up. 


Delco Commercial Motors— 
% h.p. and up. 


Delco Industrial Motors—up to 50 h.p. 
Delco Thermotron and Hot Wire Relay 


DELCO 4% MOTORS 


DIVISION OF GENERAL 


PRODUCTS 


DAYTON, OHIO MOTORS CORPORATION 
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‘Portakold’ Coolers 
| Aid Rail Shipments 


PITTSBURGH — More than 50 
“Portakold” portable’ refrigerated 
containers are being used to augment 
Baltimore & Ohio railway refriger- 
ator car service between New York 
City and Chicago, reports G. M. 
Tipton, terminal freight agent. 

The aluminum-colored all-steel con- 
tainers, 8 feet long, 4 feet wide, and 
6% feet high, have a capacity of 
105 cu. ft., maintaining a temperature 
of between 38° and 40° F. 

Principal use of the containers is 
to permit speedy, frequent shipments 
of small lots of fresh meat, dressed 
poultry, eggs, cheese, butter, oysters, 
and fish. This is the first extensive 
use of the containers in the east, 
although they have been in use for 
some time in the territory west of 
Chicago. 

Before the portable’ containers 
were developed, the railroad had to 
have a minimum load to _ justify 
running a complete refrigerated box 
car. The new units can easily be 
rolled in and out of any railway car, 
and are expected to facilitate small 
shipments of refrigerated goods con- 
siderably. The new containers are 
insulated with fiber-glass, and are 
refrigerated with ice and salt. 


Montana Concern Will 
Handle Filter Line 


BUTTE, Mont.—Sullivan Valve & 
Engineering Co. here has been ap- 
pointed Montana representative for 
the Research line of air filters 
the Research line of air filters. 
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RANCOSTAT 


Prefers. 


SYLPHON 
BELLOWS 


The Sylphon Bellows brings 
the durability of metal tomany 
services formerly monopolized 
by shorter-lived materials. In 
control apparatus, for ex- 
ample, the Sylphon Bellows 
is now widely used as ther- 
mostat members. Always 
dependable . . . almost in- 
destructible . . . and widely 
adaptable in application. 


Rancostat, for example, uses 
Sylphon Bellows to add to the 
dependable accuracy and 
enviable reputation of their 
famous equipment. 


Let us tell you more about 
these remarkably durable, 
seamless, jointless, all-metal 
Bellows that are the result of 
more than 35 years research 
and development. Ask for 
Bulletin WO-511. 


THE FULTON SYLPHON CO. 
KNOXVILLE. TENNESSEE 
: in All Principal Cities in U. 
nd in Montreal, Canada and London, 


ee ve 


Taxes Hit Buffalo 
Canadian Sales 


BUFFALO — Sales of electric re- 
frigerators to Canadians, at one 
time a flourishing business for 
Buffalo area _ electrical appliance 
dealers, have fallen off to practically 
nothing since Canada’s enactment of 
foreign trade controls designed to 
conserve supplies of United States 
dollars needed to pay for war 
supplies. 

One of the latest is a 10% war 
exchange tax on imports, under 
which a Canadian resident buying 
goods in the United States must pay 
the 10% in addition to ordinary 
duties. Here is the way these 
Canadian taxes boost the price of 
a refrigerator: 

Purchase of an electric refrigerator 
in Buffalo by a Canadian resident 
first has to be approved by the 
Control Board. A refrigerator cost- 
ing $100, for example, would be 
subject to duties and other charges 
of $76.93. Upon arrival at the 
Canadian border, there would be 
added to the cost of the refrigerator 
an 11% equalization tax. 

Another 25% customs tax would 
be added to this figure, plus an 8% 
sales tax. Upon the $111 would be 
a 10% war exchange tax, and upon 
the full amount would be added 
another 10% special excise tax. 


Agan Gets Dealership 
In Binghamton, N. Y. 


BINGHAMTON, N. Y.—Frederick 
H. Agan has purchased West Side 
Electrical Sales & Service, a local 
appliance business, from W. R. Noon 
and S. H. Luce, its previous owners. 

Mr. Agan was formerly in the 
advertising business for many years, 
handling catalog copy and layout 
for Sears, Roebuck & Co., Mont- 
gomery Ward & Co., Larkin Co., 
Westinghouse Electric & Mfg. Co., 
and several New York City stores. 

In his newly acquired store he 
will handle both major and minor 
electrical appliances, but will not 
confine himself to any one brand. 


Chicago's Cooling 
Oct. Sales Good 


CHICAGO—Twelve central plant 
air conditioning systems with a 
combined capacity of 156 hp. were 
sold in Chicago last month, according 
to figures released by Commonwealth 
Edison Co. 

It was the second best October in 
air conditioning sales history, rank- 
ing next only to 1939 when contracts 
were made for 15 installations total- 
ing 164 hp. in that month. 

In addition to these central plant 
systems, Chicago dealers sold six 
electric room coolers in October, 
compared with 29 in the same month 
last year. 


Clothing Store Rids 
Self of Nuisances 
By Air Conditioning 


PASSAIC, N. J.—Soot, dirt, and 
noise from passing railroad trains— 
factors which for years had proved 
a detriment to business—have been 
practically eliminated since installa- 
tion of air conditioning in the 
Larkey Co. men’s clothing store 
here, according to Edward T. Murphy, 
vice president in charge of market- 
ing, Carrier Corp. 

The store occupies the first two 
floors of a building directly across 
from the railroad, which runs along 
Passaic’s main street, Mr. Murphy 
explained. ‘Soot, dirt, and dust from 
passing trains, coupled with the 
usual railroad noises, had been a 
serious business handicap for years. 

Last summer a 17-ton Carrier air 
conditioning unit was installed at 
the Larkey store. 

“Now a 15% increase in the 
number of customers and a 10% 
increase in the number of sales 
is attributed by owners of the store 
to the installation of air condition- 
ing,’ Mr. Murphy declared. 

“At the present rate, it is esti- 
mated the installation will pay for 
itself within three years,” the Carrier 
executive added. 

“In addition, there has been a 15% 
reduction in employes’ errors, a 10% 
decrease in absence due to illness, 
and a 10% decrease in loss of time 
from closing early in hot weather,” 
he pointed out. 

Operating costs are estimated at 
about $1 a day, and are more than 
offset by a sharp reduction in clean- 
ing and decorating costs and a 
reduction in the amount of spoilage, 
it is reported. 
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HEIGHT-16'% IN. 
WIDTH -16 IN. 
LENGTH -10'% IN. 


THE COMPLETE 
PORTABLE HUMIDIFIER 


Crack Columbus, Ohio ‘Package’ Cooling 


Dealer ‘Changes Over’ For Winter Efforts 
“Washing Machine’ Sales Tactics Work Well Into August 


COLUMBUS, Ohio—Proof that 


- package air conditioning can be sold 


by aggressive advertising and spe- 
cialty selling methods is shown in 
the 100% business increase reported 
by The Good Housekeeping Shop 
here this year. Methods used to 
introduce York air conditioning to 
Columbus were similar to those used 
to sell washing machines and refrig- 
erators some 22 years ago. 

This season’s advertising program 
was based on the liberal use of di- 
rect mail and newspaper’ space. 
Four mailings went out on a care- 
fully planned schedule between April 
1 and July 1. Broadsides and folders 
were sent to a selected list of 3,100 
prospects. 

The mailing campaign brought in- 
quiries from 5% and approximately 
half of these queries resulted in 
immediate sales. 


ADVERTISING DID IT 


Even better results were obtained 
from advertisements in daily news- 
papers. Small business page inser- 
tions of 2 column inches utilized a 
cut of a York package unit and the 
copy, “You can completely Air Cool 
Small Stores for as low as $695 
complete.” Editorial copy on homes 
and store installations accompanied 
the advertisements on six occasions. 

Timed to break during the hottest 
weather, large 50-inch display ad- 
vertisements were used to supplement 
the regular schedule. Among the 
most successful was one showing a 
large cut of the unit and listing 50 
York users both in and out of town. 
The headline read, “Yorkaire Leads 
by 50%” and offered ‘3 Years to 
Pay—No Down Payment.” 

Although designed for the purpose 
of identifying York with Good 
Housekeeping Shop, the newspaper 
campaign brought as many as 20 
good prospects a month. Most of the 
inquiries came by telephone. 

Robert F. Boyland, general man- 
ager of the _ store, believes that 
intensive sales work and widespread 
cold canvass were important factors 
in the season’s success. Most of the 
10 salesmen in the department had 
never sold air conditioning before 
this year. <A staff of two salaried 
engineers and three expert service- 
installation men were maintained to 
back up the sales program. 


HOW SALES WENT 


The season started with the sale 
of four units on the first warm, sunny 
day—but cool weather early in the 
summer held back many prospects. 
The selling season extended well into 
August, however—the last weeks 
averaging more than a sale a day. 


Because most large retail stores 
are already equipped with air condi- 
tioning in the Columbus area, this 
year’s business tended toward smaller 
jobs with office installations coming 
into their own. Restaurants ac- 
counted for the greatest volume of 
new business. 

Sales efforts during the winter 
will be directed toward holding the 
interest of carry over deals, and 
figuring new residences and commer- 
cial construction. A few package 
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HUMIDIFIED AIR 


Value Priced for the Popular Market 
A Winter Profit-Maker 


Burning noses, flaming throats, need 
the relief of humidified air. Sanidaire 
evaporates 4 to 8 gallons in 24 hours and 
healthful, pleasant, humidified air, fil- 
tered free of dust and dirt, gently circu- 
lates without draft. Plugs into elec- 
trical outlet. 17 years of fine engineer- 
ing developed this superior humidifier 
with many exclusive features. Sanidaire 
is the biggest value on the market. 


WRITE FOR COMPLETE DETAILS 


United States Air Conditioning Corp. 
Northwestern Terminal 
Minneapolis, Minnesota ACRN 


Send complete details and prices on Sanidaire — 
the complete Portable Humidifier. 


Name 


Address__ 


Town __ 
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units are kept on the floor through- 
out the winter, but the compressor 
stock is small, because downtown 
Columbus has five different current 
characteristics, necessitating special 
equipment. 

After the middle of September the 
department devotes most of its time 
to refrigeration. In addition to the 
various types of York equipment, 
the store holds franchises on Hol- 
comb & Hoke cases and walk-in 
refrigerators. 


PLANS FOR WINTER 


Early fall brings a_ short, but 
intensive campaign on Fire-Tender 
stokers. This effort is bolstered by 
a series of newspaper advertisements 
having a humorous appeal. 

The department’s cooling work is 
divided into five phases: beer coolers, 
milk coolers, floral shop units, water 
coolers, and general commercial 
refrigeration. Largest volume is in 
the general class, with beer cooling 
running a close second. 


Prospect files are based on a 
90-day follow-up system. The sales- 
man must call on the prospect within 
the three months’ time and make a 
progress report or the card is re- 
moved from the lists. Actually, a 
new card is made with each contact 
and this replaces the old one in the 
files. 


Department Sales Manager Ray A. 
Connor is chief refrigeration engi- 
neer. He is assisted by a detail man 
who does the planning on the actual 
or proposed installations of equip- 
ment. 

Five men are kept on the job 
throughout the winter season in this 
department. Daily sales meetings 
and 3-days-a-month sales schools are 
continued. Salesmen are trained to 
specialize in certain types of equip- 
ment. 


Kramer Trenton Is Host 
To Philadelphia A.S.R.E. 


TRENTON, N. J.—The Philadel- 
phia chapter of the American Society 
of Refrigerating Engineers journeyed 
up to Trenton to hold its last regular 
meeting in order to inspect the 
plants of Kramer Trenton Co. and 
Baldwin Hill Rock Wool Co. Lee 
Leslie, chairman of the group, and 
R. J. Thompson of Wilmington, Del., 
headed the delegation. 


Dinner and a meeting were held 
following the inspection trips at the 
Stacy-Trent hotel. 


Speakers at the meeting were Dr. 
Harry A. Rolnick, director of the 
Trent Engineering Laboratory, Phila- 
delphia, and Israel Kramer, vice 
president of Kramer Trenton Co. 
Dr. Rolnick discussed the ‘Low 
Velocity Electrical Anemometer”; 
Mr. Kramer talked on the “Develop- 
ment of the Fin Coil in Refrigera- 
tion.” 


Penn-York Installs Job 
For Antlers Restaurant 


HARRISBURG, Pa.—York air 
conditioning and refrigeration equip- 
ment has been installed in the new 
Antlers restaurant and hotel here by 
Penn-York, Inc. 
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Who's Who Where 


Schlichter Will Manage 
Morris’ Utility Sales 


WASHINGTON, D. C.—Charles F. 
Schlichter, Washington branch man- 
ager for Surface Combustion Corp. 
for the past three and one-half years, 
has been appointed sales manager 
of the utility, builders’ and plumbing 
supply department of Edgar Morris 
Sales Co., distributor in this territory 
for Westinghouse household and 
commercial refrigeration equipment, 
Zenith radios, and other major 
appliances. 

Once an industrial oil salesman 
for the Texas Co., Mr. Schlichter 
later was transferred to that com- 
pany’s refining department. In 1929 
he joined the sales organization of 
Frederick, Traugott & Allen, eastern 
representatives of Bryant Heater Co., 
working out of their New York and 
Washington offices. 

In 1932 he became a retail sales- 
man for Washington Gas Light Co. 
Two years later he was promoted to 
the position of manager of that 
utility’s house heating and refrigera- 
tion division. In 1937 he left this 
firm to go with Surface Combustion 
Corp. 


Western Dist. To Handle 
April Showers Line 


CULVER’ CITY, Calif. — April 
Showers Co. of Washington, D. C., 
has appointed the Western Distribu- 
tors here as dealer for the company’s 
line of cooling equipment in the Los 
Angeles area. The company employs 
a system of spraying water on roofs 
to absorb the solar heat load. 


Pleasantaire Appoints Moss 
As Advertising Agency 


NEW YORK CITY—Moss_ Asso- 
ciates has been selected by Pleasant- 
aire Corp., Washington, D. C. 
manufacturer of air conditioning 
equipment, as its new advertising 
agency. 


G-E Home Bureau Adds 


3 Representatives 


BRIDGEPORT, Conn.—In an ex- 
tension of the field force representing 


the G-E” Home Bureau, Theodore C. 


Cieslak, formerly located at head- 
quarters, has been appointed north- 
western representative of the Home 
Bureau, with headquarters at Seattle. 
Mr. Cieslak formerly was manager 
of kitchen planning activities of G-E 
at Nela Park, Cleveland, before these 
were merged with the Home Bureau. 

Two new representatives were ap- 
pointed to work out of Home Bureau 
headquarters, Ralph J. Mowry and 
Marquis B. Connolly. Mr. Mowry 
was formerly vice president of Alfred 
L. Hart Co., G-E air conditioning 
distributor for Long Island, and 
prior to 1928 was with National 
Cash Register Co. Mr. Connolly was 
among the first individuals to sponsor 
sales of electrical equipment to 
builders in New England. At one 
time manager of the G-E home appli- 
ance dealer section at Bridgeport, he 
was later district appliance sales 
manager at Boston. 


Pritchard, Brown Named 
G-E Supply Vice-Pres. 


BRIDGEPORT, Conn.—Charles R. 
Pritchard and Ralph J. Brown have 
been appointed vice presidents of 
General Electric Supply Corp., whole- 
sale distributor of electrical equip- 
ment and the largest single outlet 
for the appliances, supplies, construc- 
tion materials, and Mazda lamps. 

Mr. Pritchard was first associated 
with General Electric in Birmingham 
in 1918. From 1920 to 1932 he was 
with Matthews Electric Supply Co., 
Birmingham G-E distributor, becom- 
ing merchandise manager. He joined 
G-E Supply at Atlanta in 1932, and 
became appliance sales manager for 
the Atlanta territory in 1934. 

Mr. Brown has been with G-E 
Supply Corp. since 1929. Prior to 
that year he was with Pettingell- 
Andrews Co., Boston. 


Distributor-Dealer Doings 


Houston Sales Reveal 
Gain of Nearly 40% 


HOUSTON, Tex. — More. than 
15,000 electric refrigerators were 
sold during the first nine months of 
this year by dealers in the territory 
of Houston Light & Power Co. 


According to reports compiled by 
the power company, sales through 
September this year totaled 15,178 
units, compared to 11,612 in the same 
period of 1939. Of the 1940 nine- 
month total, 12,451 units were sold 
by dealers in the Houston area alone, 
and the balance by dealers in the 
outlying territory served by the 
utility firm. Galveston accounted for 
1,198 sales during the period. 


September refrigerator sales total- 
ed 2,033 units in the eight cities 
served by the company, with Houston 
pacing the month’s total with 997 
units, compared with 835 in 1939. 

Following is a tabulation of sales 
of major household appliances and 


their individual dollar volume in 
September: 

Sales Volume 
Air Conditioning Systems 4 $ 10,000 
Air Conditioning Units... 6 2,400 
POE. bay honsat sk eee keene 53 5,300 
WE. Sbaieeavanccechene 600 
TROEPIMOPALONE cicecesisces 1,198 179,250 
ee rene 79 1,580 
ES er rere 320 19,200 
OE ee as accedoenenek 598 35,880 
ee eee ee 1 400 
Weer HOATETS cc ccic cas 7 580 


U. S. Figures Show Small 
Sept. Appliance Gains 


WASHINGTON, D. C.—Sales by 
household appliance dealers report- 
ing to the Department of Commerce 
were 0.7% higher during September 
than in the same month of 1939, 
according to statistics released by 
the Bureau of the Census. Volume 
for the month was 9% below the 
August figure. 

For the first nine months of the 
year, sales reported by household 
appliance dealers were 12.6% above 


—_~ those for the same period of last 


vision, Evansville, Ind. 


SERVEL 


COMMERCIAL REFRIGERATING MACHINES | 


Whether your requirements are large or small, standard or spe- 
cial, Servel engineers can help you solve your most vexing prob- 
lems of commercial refrigeration or air conditioning. Write today 
to Servel, Inc., Electric Refrigeration and Air Conditioning Di- 


Servel's 4-cylinder 20 HP 

hine unit. . . one of 

fe models in the complete 
ine. 
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GUN COOLERS 


EACH A STREAMLINED 


POWER PLANT or COLD 


‘ie Despleaa. 


oF AMERICA nc. 


Midwest Factory General Offices—515 West 35th Street, Chicago 
Branch Offices: New York, Los Angeles, Dallas. Export Div., Detroit 


YOU CAN’T MATCH MILLER 


Replacement Door Gaskets for Design and Quality 


* The reason is simple. Miller has 
been the electrical refrigeration 
industry’s primary source of supply 
for door gaskets for almost 20 
years. Every major improvement 
made in this product during this 
period has been pioneered by 
Miller engineers. That means every 
Miller replacement door gasket 
duplicates the “original” both as to 
design and quality. All are made 


from the same dies—of the same 
wear and age-resisting rubber com- 
pounds. 

You can solicit the cream of this 
replacement business with the 
Miller line, too, because its 34 
different types enable you to service 
80% of all refrigerators regardless 
of make. Get the facts now! Write 
for price list and dimensional 
drawings. 
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naineers in Rubber" 


year. 


General increase for all reporting 
retailers from the 34 states covered 
in the survey were up 2% in Septem- 
ber over that month of 1939. For 
the nine months, the over-all increase 
was 7.7% over last year. Depart- 
ment stores reported a sales gain of 
2.5% in September, and an increase 
of 5.5% for the nine-month period. 


Commercial Cooking Men 
Get Contest Awards 


NEW YORK CITY —Frank L. 
Richards, of Consumers Power Co., 
Grand Rapids, Mich. has’ been 
awarded the $100 first prize in the 
national essay contest conducted by 
the Commercial Electric Cooking 
Council. The award was made dur- 
ing the recent National Restaurant 
Association meeting in Chicago. 

Subject of the contest papers was: 
“How My Customers Profit from the 
Use of Electric Counter Cooking 


Equipment.” Seventy-four entries 
were received. Other prize winners 
were: 


Second award of $50: George E. 
Schraudt, Jr., Florida Power Corp., 
St. Petersburg; third award of $25: 
Joseph Noser, Union Electric Co. of 
Missouri, St. Louis; fourth award of 


$15: H. M. Kemmer, Appalachian 
Electric Power Co., Huntington, 
W. Va. 


Awards of $10 each went to: T. J. 
James, Ohio Edison Co., Akron; 
W. G. Seck, Ohio Public Service Co., 
Mansfield; Coy C. Jordan, Carolina 
Power & Light Co., Sanford; O. B. 
Moore, Carolina Power & Light Co., 
Goldsboro; R. H. Walker, Pennsyl- 
vania Power & Light Co., Allentown; 
and W. W. Burke, Public Service Co. 
of New Hampshire, Manchester. 


Air Flow Cooling Co. 
Moves In Dallas 


DALLAS, Tex.—Air Flow Cooling 
Equipment Co., formerly located at 
3307 Commerce St., has moved to 
new quarters in Kitrell Parkway. 


| Joe Newman is manager. 


. 


“Unusual” birthday gifts 
were the order of the day 
for Chic Johnson (left) and 
Ole Olsen when they cele- 
brated the second = anni- 
versary of their show 
“Hellzapoppin” at the Win- 
ter Garden in New York 
City, so 12 General Electric 
refrigerator crates were pre- 
sented by R. Cooper Jr., 
Chicago distributor and de- 
livered by Rex Cole, New 
York distributor. 


Crates for the Craziest 


SS 


Chattanooga Office 
Opened By Graybar 


CHATTANOOGA, Tenn.—An office 
and warehouse has been opened here 
by Graybar Electric Co., nation-wide 
distributor of electrical supplies and 
equipment. Previously Chattanooga 
had been serviced from Graybar 
establishments in neighboring locali- 
ties. 

This new branch, the eighty-fifth 
in the Graybar chain, will have 
as sales manager C. C. McGraw, 
formerly in Knoxville. 


Oak Appliance Expands 
In New Orleans Proper 


NEW ORLEANS—Oak Appliance 
Co., which formerly operated from 
headquarters at 8220 Oak St. in 
Carrollton, a New Orleans suburb, 
has opened two stores in the central 
and near-central business _ section, 
one at 535 Canal St. and the other 
at 1301 N. Rampart St. 


The company, which has just been 
appointed dealer for Carrier air con- 
ditioning units, also merchandises 
Norge refrigerators. 
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What About 
Replacements 
In 1941? 


OUSEHOLD refrigerators 

were such a bargain this 
year that all sales records were 
smashed to smithereens. It is a 
curious fact, however, that the 
number of old electric refrigerators 
traded in on new ones did not 
show a proportionate rise. 


There are a number of reasons, 
however, why we may expect a 
considerable increase in 1941, not 
only in the number of old 
refrigerators traded in, but in 
the number of reconditioned re- 
frigerators for sale. 


Let’s examine the workings of 
the market which might account 
for the facts in paragraph one 
above, and the predictions in 
paragraph two. 


less Than 20% of 1940 
Sales Involved Trade-Ins 


From a combination of sources 
evidence comes in to indicate that 
between 18% and 20% of aill 
household refrigerator sales made 
in 1940 involved trade-in refrig- 
erators. Thus, some half a million 
old refrigerators were taken in 
by dealers, and either junked, or 
reconditioned and sold again. 


It is further estimated that 
another 250,000 sales involved 
replacements without trade-ins. 
The quarter-of-a-million old re- 
frigerators in these cases were 
either given to Grandma, taken 
to the summer cottage or the 
winter hunting lodge, or left for 
the junk man to cart away. 

Reason for these replacements 
without trade-ins may be found 
in the comparatively low margins 
afforded the dealer by the 1940 
list prices. He had very little 
room in these margins for allow- 
ances on old boxes. Many dealers 
offered no allowances at _ all. 
Others offered mere fivers or 
ten-spots. 


So, people said, there’s no 
percentage for us in trading in 
the old rattler—let’s give it to 
Grandma. Or, let’s take it out 
to the cottage. 


Thus far there is little evidence 
to show that dealers will have 


any more margin for trade-in 
allowances next year than they 
did this year. So, we may expect 
a continuation of the giving away 
—or taking out to the cottage— 
of old refrigerators. 


However, rapid saturation of 
the cottage market is anticipated. 
In fact, it comes fairly close to 
being an accomplished fact right 
now. The Grandma market is 
perhaps most extensive, but here, 
too, the market analysts expect 
an early saturation. 


So, chances are that dealers 
will have more ancient groan- 
and-wheeze boxes on their hands 
in 1941 than they did in 1940, 
even at seven or eight bucks 
a throw. 


It should also be noted that 
Sears, Roebuck and Montgomery 
Ward are both accepting trade-ins 
now, and this should account for 
an appreciable rise in the per- 
centage of trade-ins to sales. 


To Estimate Replacement Market, 
Look Backward a Decade 


Refrigerators replaced by new 
ones generally range from seven 
to 12 years old. For the most 
part, we can expect that refrig- 
erators replaced in 1941 will be 
models produced in 1929, 1930, 
1931, 1932, and 1933. 


A tremendous number of house- 
hold electric refrigerators were 
sold during those years. The 
record follows: 


BD bok ensesinces 840,000 
BEE 42s 0veneneces 850,000 
BEE. beeseseencese 965,000 
errr Tree 840,000 
BED Kev erreoe cows 1,080,000 


Now, it does not follow that 
all these refrigerators will be 
traded in during the coming year. 
But a great portion of them may 
be, particularly if the industry is 
able to get across sufficiently 
well the great story it has to 
tell of most efficient and more 
economical operation. 


One should also take note of 
the fact that a great many 
orphan makes were put out 
during the first years of the 
depression, and that owners of 
such waifs are likely to become 
uneasy about them. Such owners 
are especially susceptible to the 
five-year-guarantee story on new 
boxes, and to proud recitals of 
the ‘“‘we’ve been in _ business 
since Nineteen Umpteen line.” 


Orphan Makes Bulk Heavily 
In Trade-In Lists 


Here are names of some gone- 
and-almost-forgotten refrigerators 
which were taken in on new ones 
during the year just closing: 


Bohn, Buckeye, Cavalier, Elec- 
trIce, Glacier, Grunow, Hygrade, 
Iceberg, Iroquois, King Kold, Lib- 
erty, Majestic, Mohawk, National, 
Philadelphia, Puritan, Rhineland, 
Rice, Socold, MiTCold, Sparton, 
Trucold, U. S. Hermetic, Clago, 
Wayne, Welsbach, White Moun- 
tain, France, Chill-Well, Jewel, 
Ilg Kold, Crusader, Frigidzone, 
Freezemaster, Dreadnought, Kold- 
aire, and Koldak. 


Destination of these boxes, is, 
of course, the junk heap. There 
is little point in trying to fit 
them out for resale, because 
people just don’t want them at 
rebuilt prices. A small market 
can be found for them, however, 
among those firms which specialize 
in furnishing parts to owners of 
such orphans. 


Traded-in “standard brands,” 
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nevertheless, do present an oppor- 
tunity for refitting and _ resale. 
Most compressors made by the 
substantial manufacturers from 
1929 on will really do a job of 
cooling a box. What’s more, they 
were exceptionally well insulated 
in those days. It’s their appear- 
ance that needs working on, and 
that can be handled for a few 
dollars a box. 


Well-Insulated Old Timers 
Wanted In Tropical Countries 


It is said that quite a demand 
for refrigerators of the 1929-1932 
vintage has arisen in_ tropical 
countries, because of the quality 
of the insulation those early 
models had. In exceptionally hot, 
humid climates insulation is apt 
to become moisture-laden rapidly 
—whereupon it is worse than no 
insulation at all. 


Hence, the heavy, well-packed 
insulation of a decade ago 
(necessary then because of the 
somewhat less efficient refrigera- 
tion systems) is highly prized in 
equatorial America and Africa. 


Big Demand For Rebuilt 
Refrigerators at $39.50 


It has also been discovered 
that there is a really big market 
for rebuilt refrigerators at $39.50. 
If you price them any higher, 
people reason that they might as 
well buy a new one. But at 
$39.50 there are a lot of takers. 


Formerly department stores and 
public utilities could be counted 
upon to dispose of considerable 
quantites of used refrigerators. 
In 1941, however, they practically 
dropped out of the _ business. 
Investigators have found that 
these big firms were selling used 
refrigerators principally to their 
own employes. Having loaded 
them up to the hilt, the utilities 
and department stores were all 
through. 


Can trade-ins be rebuilt and 
sold for $39.50 at a profit? 
Dealers with their own service 
shops affirm that they can. 
Others are not so sure. 


At the very worst, they stand 
to lose very little, providing they 
have allowed no more than $15 
or $20 toward the purchase of 
At $39.50, 


the new refrigerator. 


these rebuilts move so fast that 
dealers never have to worry 
about having money tied up in 
them—which is a big point with 
a lot of dealers. 


Veteran Dealers Should Have 
Most Replacement Sales 


The trade-in problem (or, con- 
versely, the replacement oppor- 
tunity!) will vary with individual 
dealers according to the length 
of time they have been in 
business. 


Those dealers who were fortu- 
nate enough to have a franchise 
for Frigidaire, General Electric, 


Kelvinator, Westinghouse, Norge, 
Copeland, or Servel Electrolux 
10 years ago will have big, 
ready-made lists of users to whom 
they can go back with efficient, 
handsome new 1941 models. 


Those who acquired their fran- 
chises in recent years will find 
their replacement business more 
likely to conform with national 
percentages. 


But every dealer now in the 
business should recognize that in 
1941 trade-ins will loom up 
bigger than at any previous time. 
Consequently, he should plan now 
where and how he is going to 
rebuild them, and where and 
how he is going to sell them. 


The News Presents Its Own 
All-American Team 


Of Leading American Inventors 


Men of Refrigeration Industry Having 20 or More U. S. Patents in Their 
Names as Inventors or Assignees, up to 1940 


Name No. of Patents Mainly Assigned to 

Hull, H. B. 107 General Motors 

King, J. G. 94 General Motors 

Copeman, L. G. 80 Copeman Laboratories 

Philipp, L. A. 67 Kelvinator 

Replogle, Jr., John 59 Kelvinator, later Copeland 

Muffly, G. 57 Copeland; later not assigned 

Davenport, R. W. 55 Chicago Pneumatic Tool 

Munters, C. G. 54 Servel ‘ 

Smith, H. F. 53 General Motors 

Kucher, A. A. 50 Westinghouse 

Steenstrup, Chris 47 General Electric 

Summers, O. M. 47 General Motors 

Altenkirk, E. 43 Hoover 

Anderson, S. M. 42 Sturtevant 

Williams, E. T. 40 Some to Servel, mainly not assigned 

Carrier, W. 39 Carrier 

Eggleston, L. W. 32 Detroit Lubricator Co. 

Randel, B. F. 31 Servel, later not assigned 

Geyer, H. D. 30 Inland (General Motors) 

Karmazin, J. 27 General Motors 

Field, C. 26 Flakice 

Fleisher, W. L. 25 Auditorium Conditioning Corp., 
Cooling & Air Conditioning Corp. 
later not assigned 

Buchanan, L. B. M. 23 Westinghouse 

Money, R. H. 22 Crosley 

Erbach, F. R. 22 Kelvinator 

Nelson, R. S. 22 Hoover 

Andrews, F. W. 20 Frigidaire 

Gay, N. H. 20 Not assigned 


— 


The above tabulation of patents taken by refrigeration engineers and 
the list of their assignments was compiled by Glenn Muffly, well-known 
himself as an inventor and patent authority in the refrigeration field. 

In the near future Air Conditioning & Refrigeration News expects to 
re-establish its practice of listing the patents currently taken in the refrig- 
eration and air conditioning industry. , 
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Installation Problems Met In Southern Super-Market 


Units Cross-Connected, 
Manifolds Inverted 
To Meet Needs 


JACKSON, Miss.—The important 
roles of equipment, engineering, and 
installation procedure in modern food 
storage is illustrated in the commer- 
cial refrigeration installation made 
recently in the super-market of 
Community Stores, Inc. by Refrigera- 
tion Equipment Co., Baton Rouge, La. 

Refrigeration equipment consists 
of three 11-ft. Friedrich display cases 
with forced convection low sides; one 
g-door Friedrich reach-in refrigera- 
tor with forced convection low side; 
and one walk-in cooler. 

Air-cooled Carrier condensing units 
are of 1%-hp. capacity, and are 
located on the same floor as the 
refrigerators. One condensing unit 
supplies refrigeration to the three 
display cases, while the other con- 
densing unit handles the reach-in and 
the walk-in refrigerators. 

Liquid and suction lines of the 
refrigerating .machines are cross- 
connected, so that during the “low 
load” periods, or in event of failure 
of one condensing unit, the entire 
load may be directed to the other 
condensing unit. 

Refrigerant lines are hard-drawn 
copper tubing. All joints are 95-5 
soldered. Because the condensing 
units are on the same floor as the 
refrigerators (basements are scarce 
in the south), the liquid and suction 
lines are brought “up” into the 
inverted manifolds. 

In each liquid line is a permanent 
dryer which is equipped with flare 
fittings to facilitate removal should 
this become necessary. 

Manifolds are Superior, Type HE, 
with heat exchanger (superheater) 
built into the suction manifold. The 
built-in heat exchanger, claims Mr. 
Felder of Refrigeration Equipment 
Co., superheats the return suction 
gas to around 80° F., assuring full 
condensing unit capacity in accord- 
ance with A.S.R.E. rating methods. 
It also sub-cools the liquid refriger- 
ant to improve its quality by mate- 
rially reducing flash gas. Decrease 
in running time and current consump- 
tion by use of built-in suction-liquid 
line heat exchangers is 11%. 

In planning installations, Refriger- 
ation Equipment Co. works closely 
with Standard Brass & Mfg. Co., 
refrigeration supply jobbers in Beau- 
mont and Houston, Tex., who sup- 
plied the manifolds, valves, dryers, 
tubing, fittings, and other installa- 
tion supplies and materials. 


Friedrich cases 


(Above) 
(Below) 


manifolds, and 


in the supermarket at Jackson, 
Installation of the machines. 
use of driers. 
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New Orleans Had Gains 
All Months But Sept. 


(Concluded from Page 1, Column 3) 
of New Orleans added a “war against 
refrigeration inadequacy,” in the 
area, with campaign teams organized 
along military lines and one “dealer 
army” pitted against another. Table 
compares 1939 and 1940 sales. 


1940 1939 
pO rere 231 168 
MOOTUATY  so00 6 sac0es 415 232 
er 399 
ME - 35 0s.036440eeeGs 1,141 575 
MS aegis waep Berea 1,162 567 
BE Ziv i0s sd seoeskes 1,166 813 
SN i baie se a mkeeeet 1,202 779 
SRE reer 1,333 979 
September .......... 849 912 
| Seer 8,352 5,424 


* 


Dallas Gains Continued 


In Third Quarter 


(Concluded from Page 1, Column 2) 
sales for the nine-month period was 


$1,649,520; value of September sales 
was estimated at $127,620. 


Miss. 
Note arrangement of the 


eee 


Engineers Offered an 
Award For Papers 


(Concluded from Page 1, Column 3) 

“The medal is to be given for the 
most outstanding publication for the 
year in ‘Refrigerating Engineering,’ 
the official publication of the A.S.R.E. 
The individual receiving the award 
shall be selected by the awards com- 
mittee of the A.S.R.E. and the selec- 
tion approved by the A.S.R.E. Coun- 
cil. In the case of dual authorship, 
medals shall be awarded in duplicate, 
both names being engraved on the 
medal. 

“There shall be no limitation as to 
membership in the A.S.R.E., nation- 
ality, religion, or sex. 

“The medal shall be supplied an- 
nually to the chairman of _ the 
A.S.R.E. awards committee in ad- 
vance of the annual convention of 
the A.S.R.E. 

“The name of the recipient shall 
be announced and the medal pre- 
sented at the annual convention by 
the president of the society or some- 
one appointed by the president.” 


igen 
Dallas Refrigeration & Appliance Sales For 9 Months 


Est. 9 Months, 1940 

Dealers Sept., 1940 Sales Unit Est. Sales 
Equipment Reporting Unit Sales Value Sales Value 
Household 
MIE, og Naccle barn danas eones 33 709 $127,620 9,164 $1,649,520 
NS Seis nas cusses eee Dee eKeed 4 7 ; 30 4, 
EE EOE isd de 6500-400 ineteees 2 2 200 8 800 
EN Sa yniF bs cco. cp bee nedeeaae 66 2,220 77,700 16,517 578,095 
MEE, cei die iv bic htb sas beaeesbeees 28 349 24,430 2,818 197,260 
DE, oc baksad 00 iédss es dimeuaneens 10 23 1,610 160 11,200 
Wea COOOMOED 666i coc ccvevcececes 46 780 39,000 4,993 249,650 
rr eee 3 7 ,0 3,600 
Air Conditioning Units ............ 1 1 3 54 16,200 
Air Conditioning Systems.......... 3 3 12,000 10 44,000 
Commercial 
Refrigerators & Display Cases...... 12 38 20,460 209 132,685 
Water & Beverage Coolers........ 9 24 19,832 159 93,031 
Ice Cream & Frozen Food Cabinets 8 38 6,850 90 28,135 
Air Conditioning Units ............ 4 10 1,650 46 17,094 
Air Conditioning Systems.......... 3 3 4,300 19 35,890 


Attic Fan Mfr. Moves 


In Expansion Plan 


DALLAS, Tex.—As part of its 
$35,000 expansion program, Dallas 
Engineering Co., manufacturer of 
Modernaire attic fans, evaporative 
cooling systems, and circulating fans, 
has moved into an industrial build- 
ing at 2000 S. Akard St. here. 


New Kenosha Dealer 


Has Grand Opening 


KENOSHA, Wis.—The _ Central 
Supply Store, carrying a complete 
line of electrical appliances, observed 
its grand opening last month in its 
new location at 6212 22nd Ave. 
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CLASS 9150 
SOLENOID VALVE 


A neatly designed, compact unit. Quiet 
in operation—hermetically tight—mois- 
ture-proof—tight closing. Built for long, 
dependable service. Single or double 
voltage coils. 


DO IT ALL WITH SQUARE D— 
SWITCH e PROTECT e REGULATE 


Investigate this Lower Priced Refrigeration Control '. A 


FRIGIDAIRE’S 


Precision-Built 


“YL SWITCH 


V One Model for All Common Refrigerants 
(Freon 12; SO2; Methyl Chloride) 


V Simpler, More Compact Design 

V More Easily Adjusted—has visible scale 
for preliminary setting 

¥ Furnished with Low Pressure or 
Thermostatic Control 


¥ With or Without Motor Overload 
Protection 


V High Pressure Cut-Out if Desired 
(comes in double unit case) 


Available in various combinations of units to adapt it to 
every refrigeration need. Differential—Thermostatic type 
—minimum 3 to 4 degrees, maximum 10 degrees ... Low 
Pressure type—minimum 5 Ibs., maximum 55 Ibs. 


Write your Frigidaire Distributor today for new low prices. 
Ask for your copy of descriptive booklet with full details. 


Commercial Refrigeration Need 


MODEL TOO: (shown above) Thermostatic Control 
without High Pressure Cut-out. Cold 
Control standard (as illustrated). 

MODEL TOH: Thermostatic Control. Includes High 
Pressure Cut-out. Double unit case. 
Cold Control standard. 

MODEL LOO: Low Pressure Control without High 
Pressure Cut-out. 

MODEL LOH: Low Pressure Control. Includes High 
Pressure Cut-out. Double unit case. 


Overload protection is available in any model as 


A Model for Every 


desired. 


E. 1. pu PONT pe NEMOURS & COMPANY (INC.) - 
District Offices: Baltimore, Boston, Charlotte, Ghitage; Clevelend: Kansas City, Newark, 
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RUG. u. 5. pat.orf 


New Yeek 


The Preferred METHYL CHLORIDE for Seruice Work 


The R. & H. Chemicals Department - Wilmington, Delaware 
‘ , Philadelphia, Pittsburgh, Suan Francisco 


YOU'RE ALWAYS NEAR A SOURCE OF 


Artic 
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V-BELTS — 


Silent, vibrationless, de- 

pendable, long-lasting. 

Powerful grip prevents 

slippage. A nearby dis- 

tributor carries a ¢com- 

plete stock for appliances 
and machines. 


THE DAYTON RUBBER 
MFG. CO., DAYTON, OHIO 


orid’s Largest Manufacturer of V-Belts 
Mii Le a ee 


BELLEFONTAINE, Ohio — Con- 
crete example of the increasing trend 
toward installation of refrigerated 
locker storage plants in conjunction 
with grocery and meat markets 
catering more to urban than to rural 
trade is the 210-locker Polar Chest 
installation made by Armstrong Cork 
Co. in the market operated here by 
J. H. Barlup & Son. 


Condensing Units for every 
commercial refrigeration 
and air conditioning re- 
quirement .. . Also 
packaged air conditioners. 


CURTIS 


REFRIGERATION 


AIR CONDITIONING 
ane COMMERCIAL 


For further evidence of the fact 
that townsfolk are at last “getting 
wise” to the advantages offered by 
refrigerated locker storage, see the 
article by E. L. Mohr, locker plant 
consultant, on page 11 of the Sept. 18 
issue of the News. 


Established 
1854 


The Barlup store is approximately 
18 feet wide, and has an overall 
depth of 80 feet back from the street. 
The grocery department extends back 
about 30 feet from the front show 
window to a point where a retail 
meat counter extends across most of 
the width of the store. 

A reach-in and walk-in cooler is 
located directly behind the meat 
counter. This cooler is used for 
holding retail counter supplies, and 
for cooling meats and other food- 
stuffs destined for the locker plant. 


Curtis Refrigerating Machine Co. 


Division of Curtis Manufacturing Co. 


1912 Kienlen Ave., St. Louis, Mo. 


PIONEER MANUFACTURERS 
OF EXTENDED SURFACE 


MINNESOTA 


MINNEAPOLIS 


_~> 


Reach-in to New Profits with These Popular 


"WEBER REACH-IN REFRIGERATORS 


a profitable line of 

T aemerica! Wide price 
rchant a prospect! 
Write today for 


available for other 
és and soda fountains. 
a Te 


Distributorships ; als 
refrigerator equipment 


WEBE 


PREVENT WAX and CARBON 
with an AMINCO Oil Separator 


SHOWCASE AND FIXTURE COMPANY, INC. 
LOS ANGELES, CALIFORNIA 


5700 AVALON BOULEVARD., 


Send for Bulletin No. 14 


AMERICAN INJECTOR COMPANY 


1481 FOURTEENTH AVENUE, DETROIT, MICH. 
Pacific Coast: Van D. Clothier, 1015 E. 16th, Los Angeles 
Export: Borg-Warner International Corp., 

310 8. Michigan Avenue, Chicago, Il. 


THE HARRY ALTER CO. 


1728 S. MICHIGAN AVENUE, CHICAGO, ILLINOI! 
3 CHICAGO BRANCHES, NORTH, WEST, SOUTH 


AAPA Uh 


OVER-DRAFT HUMI-TEMP 


Sell the forced convection unit that gives you the 
jump on competition. The satisfied Larkin Over-Draft 
Humi-Temp users are your assurance of correct designing 
and conservative rating 


See Your Jobber or Write Direct to 


LARKIN COILS, INC. 


519 Memorial Drive, S.E., tlanta, Ga. 


Fan Blades and Blower 


wr = - o* 
AQ RS pe 


¥ 
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Growing Use of Lockers By City Dwellers 
Induces Grocer To Start Storage Plant 


A passageway leads from the grocery 
department past this cooler and into 
the locker room at the rear of the 
store. 

Measuring 174% x 19% feet, this 
locker room has ample space for 
the 210 lockers as well as for a row 
of freezer units. The lockers are 
arranged in tiers of five units each 
in a corkboard insulated compart- 
ment beneath the locker room. An 
electrically operated hoist raises any 
desired tier out of this refrigerated 
chest into the normal temperature 
locker room. 

At the extreme rear of the store 
is a processing room where meats 
and produce are prepared for freez- 
ing. 

Before opening their combined 
food market and locker plant estab- 
lishment here in this typical Ameri- 
can town of some 10,000 inhabitants, 
the Barlups had previously operated 
a grocery store in a nearby com- 
munity. 

Despite the fact that the Barlups 
have made no special efforts to 
promote their locker plant, and de- 
spite the fact that they offer no 
delivery service, they report that 
locker rentals have been very satis- 
factory. 


‘Little Things’ Bring 
Big Business Boost 
To Locker Plant 


ARLINGTON, Tex. — “It’s the 
little things that count” is not just 
an idle bit of philosophy as far as 
Luttrell’s Cold Storage Locker Co. 
is concerned. Instead it’s one of the 
soundest planks in that firm’s busi- 
ness platform. 


Part of the small food and meat 
market owned here by G. E. Luttrell 
and managed by his son, Fred, the 
locker plant was installed by South- 
ern Refrigeration Co. of Dallas. 
It is one of the first in the state to 
be equipped with Dole plates. 


In its operation, the management 
of the Luttrell plant has sought to 
discover and utilize to best advantage 
those small but important conve- 
niences which would result in better 
service to its patrons and which 
would keep the establishment .from 
being “just another locker plant.” 


FROZEN DESSERT SERVICE 


In line with this endeavor, one of 
the supplementary services which the 
plant offers is that of making its 
refrigeration facilities available to 
housewives who want to serve frozen 
desserts at their dinners or parties. 
They can mix their own ice creams, 
sherbets, or other desserts at home 
and then freeze them in the plant’s 
quick-freeze room. 

Charge for this service is 1% 
cents a pound, with a minimum 
charge of 25 cents. 


Another form of promotional 
service—this one aimed directly at 
the man in the family—centers about 
the processing and storage of game. 
The Luttrell plant has prepared a 
list of the game and fish processing 
services which it offers to the 
sportsman. These lists have been 
distributed by mail and also have 
been given out to people visiting the 
plant. 


GAME PROCESSING CHARGES 


Typical of the charges made for 
services included on this list are the 
4-cent fee for picking and drawing 
doves, rabbits, quail, and squabs, the 
2-cent wrapping charge for these 
items, the 4-cent fee for jointing 
rabbits. 

Both of these promotional services, 
Manager Fred Luttrell points out, 
have served to increase the plant’s 
operating revenue as well as _ to 
attract widespread, favorable atten- 
tion to the plant’s activities. 


Another clever stunt was used by 
the Luttrells to “dress up” the plant 
for its opening festivities. 


To dramatically demonstrate some 
of the possibilities of frozen produce 
storage, Mr. Luttrell froze one of the 
bouquets of carnations with which 
the store was bedecked into a block 
of crystal ice. He did the same to 
a large red snapper (a fish of 
medium-red color, very popular in 
this locality). 


Da 

\ 

Wig aed as 
i ey a 


Head National Locker Group 


These five men were elected unanimously at the National Frozen Food 
Locker Association’s recent annual convention to guide the group’s 


destinies during the coming year. 


Left to right they are: H. L. Titus, 


Sterling, Colo., third vice president; Delbert R. Card, Hopkins, Minn., 
second vice president; Ed G. Squire, Shenandoah, lowa, president; Max 
De Fouw, Oregon, Ill., treasurer; R. B. Snowden, Memphis, Tenn., first 


vice president. 


Albert Guggedahi (not in picture) is secretary. 


Farm Freezing 
Gain Wider Acceptance 
In Washington State 


44 Plant Plans Sold In 6 
Weeks By State College 


PULLMAN, Wash. — Individual 
quick-freezing and storage plants are 


Systems 


San Antonio Gets Its 
First Locker Plant 


SAN ANTONIO, Tex.—First locker 
storage plant in the city of San 
Antonio is the Frozen Food Lockers 
establishment operated here by 
Henry Deutz. 

This Frigidaire equipped plant has 
300 lockers available for rental at 
$1 per month. A meat market is 
maintained in conjunction with the 
storage plant. 


farms in the state of Washington, 6 


according to R. N. Miller, extension 
specialist, State College of Washing- 
ton. The college has experimented 
with home freezing plants for several 
years and offers its services to 
farmers in the planning and installa- 
tion of the plants. 


Rapid growth of these home plants 
is indicated by the fact that in a 
recent six-week period, 44 complete 
plans for home freezing plants were 
sold by the extension service of the 
college. Cost of the completed plant 
varies from $350 to $525, depending 
upon several factors and also de- 
pending on the amount of work that 
the farmer finds possible to do him- 
self, according to Mr. Miller. 


Anticipating the demand for in- 
dividual freezing plants, the engineer- 
ing experiment station of the college 
in 1937 cooperated in building the 
first experimental refrigerator. A 
duplicate of this 50-cu. ft. farm 
refrigerator was then built for use 
in the home economics department 
of the college. This refrigerator has 
been operating for more than two 
years without requiring any repairs, 
it is claimed. 


TOP OPENING TRIED 


After study of the two refriger- 
ators, it was decided that a different 
type box might be more economical 
and practical, and in 1938 a top- 
opening box was built and sent out 
as a fair exhibit. As a practical 
demonstration, two farm freezing 
plants were built on farms, both with 
cold rooms operated at 35° F., and 
both having low-temperature boxes. 
One of the low-temperature boxes 
was a side-opening type, while the 
other was a top-opening type. 


For insulation in the plants, shav- 
ings were used successfully, it is 
reported. This greatly reduced ex- 
pense. 


Figures on operating expense for 
the freezing plants showed that dur- 
ing a year’s test the amount of 
electricity used varied from 20 to 113 
kwhs. per month, with the over-all 
average of 62 kwhs. per month. 
From these figures, it is possible for 
farmers to estimate what such an 
installation would cost to operate on 
their own farms. 


Cost of the compressor, valves, 
tubing, and other materials for the 
entire installation with 300 cu. ft. of 
cold room space, and a low-tempera- 
ture box of 60 cu. ft. totals between 
$300 and $350, according to the 
locality. 


It has been found essential, says 
Mr. Miller, to have two reliable 
thermometers, one with a _  5-foot 
extension bulb. The bulb of this 
thermometer is placed in the low- 
temperature box, and the face of the 
thermometer mounted where it can 
be seen above the box. 


SPORLAN 
+r VALVES 


Filtrine 


WATER COOLERS — FILTERS 
to comply with 
U. S. NAVY—ARMY Specifications 


Filtrine Mfg. Co., Brooklyn, N. Y. 


<All Specify ALCO 
for 


Maximum Efficiency, 
Trouble-Free Performance 


ALCO VALVE CO. ST. LOUIS, MO. 


Dealers 
Wanted for 
Midwestern 

and Southern 
States 


CAMPBELL REFRIGERATOR CO. 
Milwaukee, Wis. 


j CHICAGO SEAL CO. 
20 North Wacker Dr., Chicago 


We Manufacture Only | 
Food Storage Lockers 


Our entire time is devoted to the 
manufacture, research and development 
of lockers. Write for particulars. 


Master Refrigerated Locker Systems, Inc. 


121 Main St. Sioux City, lowa 


200,000 Masterbuilt Lockers In Use 


THE AMERICAN BRASS 
(FRENCH SMALL TUBE BRANCH 


General Offices Waterbury, Conn 
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THE REFRIGERATION LIBRARY 


REFRIGERATED | 
LOCKER STORAGE | 


A MODERN METHOD OF 


FOOD PRESERVATION 


BUSINESS NEWS PUBLISHING CO 
blishers of ALR CONDITIONING & 
REFRIGERATION NEWS, Detrow USA 


BY P. B. REDEKER 
MANUAL NO. LS-1—Locker storage 


plant design and construction, engi- 
neering, and merchandising methods 
being used by experienced operators 
in storing meats, fruits, and vegeta- 
bles. 112 pages. Price $1.00. 


THE REFRIGERATION LIBRARY 


A Guide for the Licensed Operator 
of Industnal Refrigeration Systema 


By S. L. POTTS 


BUSINESS NEWS PUBLISHING CO. 
Publishers of AIR CONDITIONING 
and REFRIGERATION NEWS 


BY S. L. POTTS 
MANUAL NO. E-l—For operators 


of large industrial systems. Princi- 
ples and methods of refrigeration. 
Liquid vapor process. Compressor 
classifications, functions, parts and 
size requirements. Condenser opera- 
tion and selection. Evaporator coils. 
Absorption system of refrigeration. 
Indirect expansion systems. Manu- 
facture of artificial ice. 220 pages. 
Reduced price $2.00. 


There® is no substitute for knowledge. 


in any business. 


a THE REFRIGERATION LIBRARY 
ee 


- HOUSEHOLD 


THE REFRIGERATION LIBRARY 


MASTER 
SERVICE 
MANUALS 


REFRIGERATION 


‘Theery of Refrigeration — Principles of Refrigeration 
‘Common Refrigerants Condensing Unite 
Ceeperaters — Controle — Motors 


BUSINESS NEWS PUBLISHING CO 


Publishers of AIR CONDITIONING & 


The ACME 
MANUALS 


Principles of SUMMER 
AIR CONDITIONING 


MASTER 
SERVICE 


COMMERCIAL 
REFRIGERATION 


S NEWS PUBLISHING CO 
ef AIR CONDITIONING & 
RATION NEWS Detrot, USA 


REFRIGERATION NEWS. Detrot, USA 


HOUSEHOLD REFRIGERATION 
SERVICE—4 VOLUMES. 
$1.00 each. 


= = ~ ar = =e 
an THE REFRIGERATION LIBRARY 4 


- MANUALS | 


Price: 
Price: 


| 
a 


BY K. M. NEWCUM BY F. O. JORDAN 


A COURSE OF STUDY IN 


CONDITIONING — 7 VOLUMES. 
$1.00 each. , 


AIR 


SERVICE—3 VOLUMES. 
$1.00 each. 
a 
& 
& 


Do you Guess? Or do you KNOW? 


The books of the Refrigeration Library should be the foundation of your 


Accurate information is valuable 


In the servicing of electric refrigerators, there are a lot of tough jobs which 
come up that require guesswork. And guessing is usually very wasteful. 


When you are in need of information, refer to your library of facts. 
And be sure you have an adequate library. 


stock of handy information. 


BY K. M. NEWCUM 


COMMERCIAL REFRIGERATION 


Price: 


These books are written by experts. 


THE REFRIGERATION LIBRARY 


SODA FOUNTAIN 
_ REFRIGERATION 


INSTALLATION AND 
SERVICE METHODS 


— NEWS PUBLISHING CO 
IR CONDITIONING & 
marmoceAtion NEWS Detrot. USA 


BY ARCH BLACK & 
DEAN C. SEITZ 


MANUALS NO. SF-1 and SF-2— 
Installation and service methods used 
on popular makes of soda fountains, 
including creamer units, carbonators, 
back bar sections, and other accessory 
units. SF-1—104 pages. SF-2—96 
pages. Price $1.00 each. 


THE REFRIGERATION LIBRARY 


dee ae 
REFRIGERATION. | 
& Air Conditioning il 
SPECIFICATIONS | 


Household & Commercial Types i 


—————>= l 


BUSINESS NEWS PUBLISHING CO. 
Publishers of AIR CONDITIONING & 
REFRIGERATION NEWS. Detroit, U.S.A 


MANUAL NO. pi-caaniiicedes 
compilation of key specifications for 
all models and all makes of house- 
hold and commercial refrigeration 
equipment and air conditioners for 
all years through 1936. Useful to 
service men in identifying operating 
characteristics and determining re- 
placement of refrigerant, lubricant, 
motor, belt, ete. Basic data for estab- 
lishing trade-in values. A big book 
of 512 pages. Reduced price $2.00. 


They 


are easy to read and to understand, and are well illustrated. 


Your jobber can supply you with complete information on these books, 


and he will be glad to show them to you. 


Ask him about them. 


Start today to acquire your Refrigeration Library. 


Books of the Refrigeration Library Are Carried In Stock By These Refrigeration Supply Jobbers: 


ALABAMA 
Birmingham—Refrigeration Supplies Distributor 
Montgomery—Teague Hardware Co. 

ARIZONA 
Phoenix—J. Carl White Co. 

CALIFORNIA 
Fresno—Arbell Refrigeration Su 
Long Beach—Refrigeration 7 Pp ms Distributors 
Los Angeles—Frank Gillett Co. 
Los Angeles—Refrigeration Service, Inc. 
Los Angeles—Refrigeration Supplies Distributors 
Oakland—California Refrigerator Co. 
Sacramento—Hinshaw Supply Co. 
San Diego—Refrigeration Su. plies Distributors 
San Francisco—California Refrigerator Co. 
San Francisco—Hinshaw Supply Co. 
San Francisco—Refrigerating Power 

Specialties Co. 
COLORADO 


Denver—McCombs Refrigeration Supply Co. 


CONNECTICUT 
Hartford—Marsden & Wasserman, Inc. 
New Haven—Resco, Inc. 

DISTRICT OF COLUMBIA 
Washington—Refrigeration Supply Co. 


FLORIDA 
Miami—Berner-Pease, Inc. 


ILLINOIS 
Chicago—Airo Supply a 
Chicago—Harry “Alter C 
Chicago—Autosmatic Heating & Cooling Supply 


Co. 
Chicago—H. W. Blythe Co. 


INDIANA 
Indianapolis—Central ae Co. 
Indianapolis—F, Langsenkamp Co. 
South nd—F. H. Langsenkamp Co. 


IOWA 
Cedar Rapids—Dennis Refrigeration Supply 
Deg aport—-Republic Electric Co. 
Des Moines—Dennis ne Suppl 
Des Moines—Globe ew mye i Mig Supply bo. 
Des Moines—Iowa Radio Corp. 
Sioux City—Dennis Refrigeration Supply 


KENTUCKY 
Louisville—S.W.H. Supply Co. 


LOUISIANA 
New Orleans—Enochs Sales Co. 


MARYLAND 
Baltimore—Baltimore Refrigeration Supply Co. 
Baltimore—Melchior, Armstrong, Dessau Co. 
Baltimore—Parks & Hull Appliance Co. 


MASSACHUSETTS 
Boston—A. E. Borden Co. 
Cambridge—Melchior, Armstrong, Dessau Co. 
Springfield—Melchior, Armstrong, Dessau Co. 
Beet an ae P. Payson Co. 
orcester—Standard Supply, Inc. 


MICHIGAN 
Detroit—H Alter _ 
Detroit—J. Oberc. 
Detroit—Young Su hy 
Flint—Lifsey Dist _ A, Co. 
Flint—Shand Radio Specialties 


Grand a gy F. arris & Son 

Saginaw—J. Geo. Fischer & Sons, Inc. 
MINNESOTA 

Minneapolis—Refrigeration & Industrial Supply 


Co. 
St. Paul—Thermal Co., Inc. 


MISSOURI 
Kansas City—Forslund yume © Machinery Co. 
Kansas City—Refrigeration Equipment Co. 
St. Louis—Harry Alter Co. 
St. Louis—Brass & Copper Sales Co. 
St. Louis—R. E. Thompson Co. 


NEBRASKA 


Lincoln—Rue; Speen Supply Co. 
Omaha—H. Con . sete 


Omaha—Ruegg , + Supply Co. 


NEW JERSEY 
Atlantic City—Atlantic City Auto Supply Co. 
Newark—Harry Alter Co. 
Newark—T. W. Binder Co. 
Newark—Melchior, Armstrong, Dessau Co. 
Paterson—White & Shauger, Inc. 
Ridgefield—Melchior, epneteong, Dessau Co. 
Trenton—Radio Hospital 


NEW YORE 


Alban anatase, Armstrong, Dessau Co. 
Bay Shore, L. I—Sid Harvey, Inc. 
Bronx—Aetna Supply Co. 
Bronx—Harry ter Co. 
Bronx—Melchior, Armstrong, 
Brooklyn—Harry Alter Co. 


Dessau Co. 


Brooklyn—Ca; Co. 

Brooklyn—M shlee, Armstrong, Dessau Co. 
Buffalo—Melchior, Armstrong, Dessau Co. 
Buffalo—Root Neal & Co. 

Hempstead, L. I.—Sid Harvey, Inc. 

Jamaica, 7 I.—Harry Alter 0. 

Jamaica, L. IL—Sid Harve “ey, Inc. 

Mt. Vernon—County Seat lumbing Supply Co., 


Inc. 
New York—Har Alter Co. 
New York—Melchior, Armstrong, Dessau Co. 
ee Plumbing Supply 
te) 
Rochester—Melchior, Armstrong, Dessau Co. 
Rochester—Pfaudlers Refrigeration Parts; Inc. 
Syracuse—Central Service Supply Co. 
Utica—Vaeth Electric Co. 
Valley Stream, L. IL—Sid Harvey, Inc. 


NORTH CAROLINA 


nae ne lt meme V. Dick Co. 
Raleigh—Henry V. Dick Co. 


OHIO 
Goveland— Itsy Alter Co. 
Cleveland—K. Debes & Co. 


Gloveland— Williams & Co., Inc. 
Cincinnati—Radio Supply Co. 
Or, 


Cincinnati— Williams Inc. 
Columbus—Pixley Electric ” Sup Ply Co. 
Columbus—Refrigeration Blect#i Supply Co. 


Columbus—Williams & Co., 
Dayton—Allied Refrigeration Testa, Inc. 
Toledo—Supplies, Inc. 


OKLAHOMA 


Oklahoma City—Macklanburg Brass & Copper 
Products, Inc. 

Oklahoma City—Mideke Supply Co. 

Tulsa—K & M Supply Co. 


OREGON 


Portland—Refrigeratin Power Specialties Co. 
Portland—Refrigerative $ Supply, Inc. 


PENNSYLVANIA 


SRonsowe—Sare. Supply 
Harrisburg—Melchior, _ Dessau Co. 
eS Supply Co., Inc. 
Philadelphia—M & E Refrigeration Accessories 


Co. 
Philadel phia—Melchior, Asmatzeng. or Co. 
Philadelphia—Victor Sales & Suppl 
Pittsburgh—Melchior, rn Cain Co. 
Pittsburgh—Wm. M. Orr Co. 


Buy from your Jobber 


Pittsburgh—Williams & Co., Inc. 
Reading—Larson Supply Co. 
Scranton—Central Service Su ;o™ 
Wilkes-Barre—Radio Service 


SOUTH CAROLINA 
Columbia—Henry V. Dick Co. 


TENNESSEE 
Chattanooga—Pegler Machinery Co. 
Knoxville—Leinart Engineering Co. 
Nashville—Electra Distributing Co. 


TEXAS 
Beaumont—Standard oe & Mfg. Co. 
Dallas—Beckett Electric Co. 
Dallas—Refrigeration Supply Co. 

Ft. Worth—L- rt Tee oo Rh. 

Houston—D. 

San Antonio—Ouitea” m.- eration Co. 

“— Antonio—Westbrook Carburetor Electrical 
O. 


UTAH 
Salt Lake ie erating & Power 
Specialties Co. ig 
VIRGINIA 
Richmond—Melchior, Armstro a Dessau Co. 
Richmond—Refrigeration Supp. Co. 
semanas 
Seattle—Refrigerati & Power Specialties Co. 
Seattle—Refrigerative Supply, hn 
WEST VIRGINIA 
eo Conditioning & Refrigeration 
Supplies, In 
WISCONSIN 


Milwaukee—Gustave A. Larson Co. 
Milwaukee—Refrigeration Specialties Co. 
Milwaukee—Thermal Co., Inc. 

Madison Gustave A. Larson Co. 
Oshkosh—Gustave A. Larson Co. 


CANADA 
Vancouver, B. C.—Fleck Bros., Ltd. 
Wanalers, Man.—Winnipeg Refrigerator Parts, 


Ltd. 
East London, Ont.—Refrigeration Supplies Co., 


Ltd. 
Montreal, Que.—Airco Refrigeration Parts 
w. Montreal, Que.—Railway & Engineering 
Specialties, Ltd. 


BUSINESS NEWS PUBLISHING CO., 


5229 Cass Ave., Detroit, Mich. 
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—__ 


CUSTOMERS 


— Want 2. 


DEALERS | 


The market for ‘‘pack- 
aged” air conditioning 
is almost unlimited. 
But no sale is better than the unit 
you sell! It will pay you to investi- 
gate the GR-Lipman line. We have 
a liberal sales franchise .. . and 
equipment that is unex- 
celled. Write for details. 


GENERAL REFRIGERATION DIVISION 
Yutes-American Machine Co. 


Dept. AC-2 Beloit, Wisconsin 


Frye. UNIT COOLERS 


For the Larger Refrigerator 
9-TRENTON CO. 


TRENTON, N. J. 


Bogue Electric To Make 
Air Conditioning Motors 


PATERSON, N. J.—Bogue Electric 
Co. has expanded its line of gener- 
ator sets and equipment to include 
air conditioning and power plant 
motors. This line now includes motor 
generator sets to 200 kw., synchro- 
nous motors to 250 hp., d.c. motors to 
400 hp., automatic battery charging 
sets, and generating units for Diesel, 
steam, hydraulic, and gas engine 
drive, complete with switchboards 
and accessories. A complete engineer- 
ing service is available for consulta- 
tion. 


Editor’s Note: This instalment 
in the series of articles on serv- 
icing of counter freezers and other 
types of low temperature equip- 
ment used by retailers is part 
of a section dealing with service 
instructions on specific types of 
counter freezers. 


The section dealing with coun- 
ter-type ice cream freezers started 
in the July 10 issue of the News. 


Operating Russ Model 200 


Freezer 


Trane Co. Leases New 
Building Space 


LA CROSSE, Wis.—Trane Co. has 
leased the basement and third and 
fourth floors of the John A. Salzer 
Seed Co. building here, comprising 
30,000 sq. ft., most of which will be 
used for storage purposes. One floor 
of the newly acquired space will be 
used to house an assembly depart- 
ment, according to A. T. Holmes, 
Trane secretary. 


In previous articles complete de- 
tails have been given on the operat- 
ing of freezers in general and the 


YOU'LL B 


ALL-I 


refrigerators and 


Write today for franchise details and catalog. 


SHERER-GILLETT CO., marsnau, mic. 


LUSIVE PROFIT LINE 


Throw out your chest and proudly survey the increased profits 
you'll make selling the superb Sherer line. It’s ‘‘tops’’ in con- 
struction and performance. Double sales and profits by selling 


following operating instructions as 
they apply in Russ Model 200 will 
not be so elaborate as those earlier 
given, but are now given so that 
the reader will have an idea of just 
how a specific model is operated. 


ROUD TO SELL 
9 


MAKING PLAIN ICE CREAM 
(ALL FLAVORS) 


After the freezer has been thor- 
oughly sterilized and the necessary 
supplies placed within easy reach of 
the operator check the mix to be 
certain that it is in good condition. 
The mix should be thoroughly stirred 
to assure an even distribution of the 
cream content and transferred to the 
measuring can immediately before 
use. 

(1) Place funnel in front freezer 
throat and open back throat to 
permit exit of air when pouring in 
mix. Check to make certain that 
wing nuts and gates are tight. 


compressors . . . on one contract. 


(2) Pour mix into front throat. 

(3) Pull lever marked “M” (Fig. 9, 
Oct. 30 issue) which starts motor 
operating dasher. 

(4) Pull out lever marked “B” 
(Fig. 9). This opens brine pump 
valve permitting circulation of brine 
around freezer cylinder. 


. i DISPLAY ANO STORAGE EQUIPMENT a 

is y FOR RETAIL FOOD STORES a } 
wid SHERER-GILLETT CO. 
MARSHALL, MICHIGAN 


(5) Push clutch lever to the right. 


Triple inspection: 1. 


TECUMSEH PRODUCTS 


Canadian distributor: Refrigeration 


At the machine 
2. On the completed part 
3. In selective fitting 


Assures perfect assembly 


This stops inside dasher blade, giving 
back splash and beating action. 

(6) After the brine has circulated 
approximately two minutes or when 
the cream has just begun to thicken, 
pour in flavor. It is usually better 
to wait until the mixture has a slight 
consistency or body before pouring in 
the flavor as some flavors have a 
tendency to freeze out. 

(7) After the brine has circulated 
about three minutes (see Table 3) or 
when the cream has reached a con- 
sistency thick enough to ribbon out, 


CO., TECUMSEH, MICH. 


Supplies Co., Ltd., London, Ontario 


Table 3—‘’On’ Times 


Brine 
Temperature Length of Time 
Reading Brine Is On 
pe eee 2%4—3 minutes 
POeeeen Boss ccsves 3 —3% minutes 
Pa a Pe 3%4—5 minutes 
Po a eres 5 —6 minutes 


push in lever marked “B,” Fig. 9. 
This stops circulation of the brine 
and prevents the cream from becom- 
ing too stiff. 

(8) After the cream has reached 


Service Instructions on Counter-Type 
Freezers Refrigerated With Brine 


Special Instructions For Operating a 
Brine-Type Counter Ice Cream Freezer 


© 


CLEAN COI 


a “24 
= 
. 3 


RANCO Tupe 91G2—The Worlds’ Outstanding Commercial Control / 


¥ 
. 
Completely automatic defrosting—that's one of the features 
of this amazing control that makes a big hit with every 
food merchant. Clean coils at all times—not only in the 
Walk-in Cooler but in the butter box and display cases 
whose contents are safeguarded by this revolutionary control. 

Better quality foods—with the big trimming losses a 
thing of the past. Push 91G2—for bigger sales and better 
business friendships! 


Ask your jobber. 
RANCO Inc. 


Columbus, Ohio, U.S.A. 


By Arch Black and Dean C. Seitz 


the desired over-run, move clutch 
back to the vertical position or 
disengage the clutch. This reverses 
the back splash, throwing the ice 
cream to the front of the freezer, 
giving rapid, clean emptying. This 
also stops the beating action and 
overcomes the possibility of adding 
any more air to the cream. 

(9) With the brine off and the 
clutch disengaged, begin drawing the 
ice cream into cans or cartons. Dur- 
ing this process of emptying, the 
scraper blades are simply removing 
the cream from the freezer walls 
and working it toward the front. 
Place filled cartons or cans in the 
hardening cabinet immediately. 


(10) Cream should be placed in the 
hardening cabinets as soon as the 
containers are filled. This is of the 
greatest importance inasmuch as ice 
cream that remains out after draw- 
ing from the freezer may become 
sandy or grainy. When drawing ice 
cream into cans it is advisable to 
chill the cans before the cream is 
drawn into them so that the cream 
will not melt as soon as it comes in 
contact with the can and becomes 
icy around the edges. 


Ice cream can be frozen at any 
temperature below 8° above zero. 
However, as the brine temperature 
rises the length of time the brine is 
circulated is slightly increased. It 
is important that the operator be 
guided by the condition of the cream 
as much as possible rather than the 
exact time elapsed. 


The ice cream should be somewhat 
thinner when filling packages than 
when filling cans so that it will flow 
more readily and will level off in 
the packages. This eliminates the 
necessity of knocking the ice cream 
down in the packages in order to 
get the lids on, which tends to press 
out a portion of the air which has 
been whipped into the cream. 


During emptying, should the ice 
cream become too thin, it is simply 
necessary to pull out lever marked 
“B,” permitting a flash of brine to 
go around the freezer cylinder. It 
should not be necessary, however, to 
leave the brine valve open for more 
than a few seconds or the cream will 
become too stiff. 


Table 3 gives the approximate 
length of time the brine should be 
circulated at various brine tempera- 
tures. Please note that the time 
given in this table is based on normal 
conditions with plain ice cream and 
these figures will vary slightly 
depending on the mix, flavor, and 
sugar content. 


FREEZING FRUIT OR 
NUT FLAVORS 


The procedure to be taken is the 
same as outlined above for plain ice 
cream up to and including Step 5 
and then— 

(6) After approximately three min- 
utes or when the cream has reached 
the proper consistency (see Table 3) 
push in lever marked “B.” This 
stops circulation of brine and pre- 
vents cream from getting any stiffer. 


(7) After cream has reached the 
desired over-run, move the clutch 
lever back to the vertical position or 
“disengage” the clutch. This re- 
verses the back splash and throws 
the ice cream from back to front 
and eliminates the beating action, 
giving immediate and even distribu- 
tion of flavor without excessive 
crushing. 

(8) After the clutch has been dis- 
engaged, place funnel in back throat 
and close front throat while flavor 
is being put in to prevent ice cream 
from coming out front throat when 
flavor is added. 


(9) Pour flavor in back throat. 
Before drawing into containers draw 
one or two test cartons of cream to 
determine whether or not the flavor- 
ing has been thoroughly distributed. 
Pour back into the freezer through 
rear throat. This assures a thorough 
distribution of flavor and permits 
the flavor to be worked through to 
the front of the freezer. 


(10) Draw off into cans or cups 
and place immediately in the harden- 
ing cabinet. 


Revised Electrical 
Code Available 


NEW YORK CITY —An analysis 
of the 1940 revision of the Nationa) 
Electrical Code has been published 
by National Electrical Manufacturers 
Association, and is available in 
pamphlet form approximately the 
same size as the original Code. 

This analysis describes all changes 
from the 1937 edition, and in some 
cases enables the reader to see at 
a glance the effect of the change, 
In some cases, the reason for the 
change made by the Electrical Com- 
mittee is cited. Copies may be 
obtained from Nema headquarters, 
155 East 44th St., at 25 cents each, 
with special rates available for group 
orders. 


Crosley Reports Loss 
For Third Quarter 


CINCINNATI—Net loss of $509,- 
910, after provision for depreciation 
charges of $207,836, was reported by 
Crosley Corp. for the nine-month 
period ended Sept. 30. This compares 
with a net profit of $158,376, after 
depreciation charges of $202,387, in 
the same period of 1939. 

For the first six months of this 
year, the company reported net profit 
of $96,660. 

Net sales for the first nine months 
of the year were $12,275,961, as 
compared with $12,398,090 for the’ 
same period last year. Current assets 
as of Sept. 30 were $6,090,048, and 
current liabilities $1,428,745, com- 
pared to $4,927,513 and $657,253, in 
the same period of the previous 


corporation year. 


CONDENSING 
UNITS 

'? Precision built for 
efficient operation. 

GALE PRODUCTS 

1635 Monmouth Blvd. Galesburg, Ill. 


Sells Faster Because 
_ It Cools Faster! — 


IDEAL SPEED COOLER 


Ideal Beer Cooler Co. 
2953 Easton Ave., St. Louis, Mo. 


Hardy-MAY FLOWER 


commercial compressors 


are Efficient, Sturdy 
and Reliable 


Hardy Manufacturing Co., Inc. 
126 Davis Ave., Dayton, Ohio. 


SOLD ONLY 
THROUGH DEALERS 


For Lower 
Operating Costs 
e 
ROTARY SEAL 
UNITS 


Rotary Seal Co., Chicago, Ill. 


— 


No Joints! No Leaks 


TRADE MARK 


This Rome Jointless Water Cooled 
Condenser is a typical example ©! 
Rome’s ability to provide trouble 


free condensing equipment. Rome 
Water Cooled Condensers are used 
by many leading compressor mant- 
facturers. Write for complete 
information. 


ROME-TURNEY 
RADIATOR COMPANY 
222 Canal Street 


ROME, N. Y. 
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appliance fields 


Universal System For 
Capacitor Replacement 


“ * & &* 


INDIANAPOLIS, Ind. — A new 
line of a.c. motor starting capacitors, 
and a universal system for industrial 
capacitor replacement, have just 
been announced by P. R. Mallory & 
Co., Inc. of this city. 

The new starting capacitors are 
claimed by the manufacturer to be 
of less weight, lower cost, and 
smaller size than the cumbersome 
original product. 

Costly small production runs have 
largely been eliminated because the 
new replacement units are identical 
to, and often a part of, large 
quantity product runs for current 
manufacturers’ requirements. Semi- 
automatic equipment not available 
for production of old style units is 
now used. 

Round types are housed in the 
smallest diameter and shortest height 
metal containers possible. Each unit 
is wrapped in a specially developed 
“size adjuster” for use when replac- 
ing original units of greater diameter 
and height. The corrugated adjuster 
is clearly calibrated for all popular 
sizes and may be readily cut with 
a knife or shears. 

Rectangular types in three uni- 
versal sizes are packed with com- 
plete hardware to replace original 


— % 


Whats New 


Descriptions of some of the brand new items for 
the refrigeration and air conditioning, and major 


PENN Leads in 


Automatic 


Switches and Controls 


Write for Catalog 


PENN ELECTRIC SWITCH CO. 
: GOSHEN, INDIANA 


aoe 


MUELLER BRASS CO. 
“Little Giant’ Purger 


See it at Booths 120 & 121 


Refrigeration and 
Air Conditioning Exhibition 


Stevens Hotel, Chicago 
Jan. 13-16, 1941 


aSPLAY CASES. i Dd 


toons eee 
ae Case line. 


a, IDWEST 
MFG. COMPANY 
Galesburg, Illinois 


LET US SOLVE YOUR 


COIL PROBLEMS {|} 
| 
it 


MARLO COIL COMPANY 
SAINT LOUIS, MISSOURI ll 


TEERERRAUERE OUTER LETTE 


ow 


capacitors of either lead, solder lug, 
or stud types. 

A new catalog with complete de- 
tails and replacement recommenda- 
tions may be had on request. . 


High-Capacity Bubbler 
Cooler For Factories 


Designed especially for use in 
heavy manufacturing plants, steel 
mills, and other industrial locations 
where workmen require plenty of 
drinking water, a new high-capacity, 
double-bubbler water cooler, type 
RM-95, has been announced by 
General Electric’s air conditioning 
and commercial refrigeration depart- 
ment, Bloomfield, N. J. 

This new cooler is entirely self- 
contained in a sturdy rust-resistant, 
all-steel, welded cabinet. Top is of 
stainless steel, drawn in one piece, 
with integral non-splash drain bowls. 
Bubblers are of the contamination- 
proof, angle stream type, and are 
operated by foot pedals. 


Large reserve capacity to meet 


peak loads, as at lunch time and 
for drawing water off in buckets, is 
provided by a 10-gallon stainless 
steel storage tank, and by an over- 
sized compressor motor (% hp.) 
which is only 87% loaded. Cooling 
chamber is_ refrigerated by a 
helically wound coil of silver-filled 
copper tubing. Cooling unit is 
insulated with an ample thickness 
of granulated cork, sealed in steel. 

To maintain efficient operation in 
hot working areas such as rolling 
mills, blast furnaces, and foundries, 
the condenser is cooled by water 
instead of air. In addition, motor 
and compressor heat is removed by 
a special finned water coil. 

For operation in shipyards or other 
unheated spaces ‘“freeze-proof’”’ acces- 
sories are available. These include 
electric heaters, insulation, and a 
thermostatic control to _ prevent 
damage to the water cooler at tem- 
peratures down to —20° F. 


Evaporative Condenser 
In ‘Package’ Design 


SYRACUSE, N. Y.— Meeting the 
demand for a low cost package-type 
evaporative condenser is the new 
Carrier type 9S1 which is now avail- 
able in capacities from 114% tons to 
15 tons. Construction of the new 
unit has eliminated spray pump and 
nozzles. A_ special feature is a 
built-in ‘Micromet’ water treatment 
to prevent scale and corrosion. 

Totally enclosed in a _ rustproof 
“tapestry” enameled casing are the 
essential parts such as the fans, 
condensing and_ sub-cooling coils, 
liquid receiver, liquid strainer, and 
internal refrigerant piping. 

Design of the new evaporative con- 
denser is such that air from the 
fan picks up water and splashes it 
over the surface of the refrigerant 
coil at the same time air is forced 
over this coil. Evaporation takes 
place from the wetted surface of 
the coil. 


Electric Washer With 
A Timer Dial 


BRIDGEPORT, Conn.—Refinements 
in the nature of a_ temperature 
indicator, a washing timer, and a 


spring-equipped cord reel are fea- ~ 


tured in a new double-tub washer of 
the spin-basket type, Model AW-1012, 
just announced by the _ General 
Electric appliance and merchandise 
department. A newly designed spin- 
basket tub cover which functions as 
a drainboard also adds to the utility 
of the machine. 

Temperature dial, on the washer’s 
control panel, indicates the proper 
water temperatures for washing 
various fabrics, while the timer dial 
makes it possible to set the washer 
to give the washing time desired. 
At the end of the designated period, 
a bell sounds. 


Cooling Attracts Women 
Bowlers In Southern City 


BIRMINGHAM, Ala.—A 50% in- 
crease in summer business and a 
50% gain in the number of women 
customers in summer has followed 
the installation of air conditioning 
equipment in the Phoenix Bowling 
Centre here. 

In addition, it was found that the 
average summer bowler played 25% 
more games since air conditioning 
was installed. Cleaning and redeco- 
rating costs have been reduced. 


CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words, four cents each. Three 
consecutive insertions, $5.00, additional 
words ten cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing & Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS AVAILABLE 


WANTED Refrigeration Engineer by 
responsible manufacturer. Write _ full 
qualifications to Box 1275 care of this 
publication. All communications will be 
kept strictly confidential. 


POSITIONS WANTED 


DISTRICT MANAGER for national manu- 
facturer of radios and refrigerators cover- 
ing Southeast, with headquarters. in 
Atlanta contemplates change. Will consider 
factory connection appliances or allied 
line. Box 1274. Air Conditioning & 
Refrigeration News. 


FRANCHISES AVAILABLE 


COMMERCIAL FRIGIDAIRE Franchise 
Available. A major Frigidaire commercial 
and air conditioning dealership will soon 
be available in one of Texas’ best cities. 
Present owner unable to operate due to 
other business demanding full time. Due 
to importance of this franchise, only 
those with ample financing and a proven 
record of sound performance will be 
considered. Distributor will give full 
details to applicants who furnish proof 
of adequate financial ability and sales 
experience. Write to Box 1276 and give 
full details. 


SEND FOR PRICES and literature on 
the General 1940 all streamlined refriger- 
ator display case line. Over 40 years 
experience manufacturing good commer- 
cial refrigerators. On a comparative price 
test with other makes of equal specifica- 
tions, prices are lowest in the country. 
GENERAL REFRIGERATOR & STORE 
FIXTURE CO., 5th & Bainbridge Sts., 
Philadelphia, Pa. 


EQUIPMENT FOR SALE 


BRAND NEW Westinghouse 1 to 2 ton 
Low-Sides available, complete with Wal- 
nut, Mahogany or Modern cabinets, filter, 
coils, fans, valves, etc. Simple to install, 
satisfactory in operation. Sold to you in 
original Westinghouse crates—$32.50 each. 
Also brand new % H.P. and 1 H.P. com- 
plete G-E units and full line “As Is” or 
Rebuilt Commercial units from %4 H.P. to 
3 H.P. “As is” 4% H.P. units complete 
with motors as low as $5.00. Write 
ASSOCIATED REFRIGERATOR PLANT, 
INC., 3028 West Hunting Park Avenue, 
Philadelphia, Pa. 


REPAIR SERVICE 


GENERAL ELECTRIC monitor top 
switches exchanged. Send your old switch 
and receive by return mail completely 
rebuilt and guaranteed (one year) unit. 
$3.00 postpaid. NATIONAL ELECTRIC 
SWITCH CO., 1966 Broadway, New York, 
| a 2 


CONTROL REPAIR Service. Domestic 
controls reconditioned equal to new at 
a small cost. All work guaranteed for 
one year. 
SPEEDOMETER REPAIR CO.,_INC., 
342 West 70th Street, New York City. 


HERMETIC REBUILDING and Exchange 
Service General Electric—Westinghouse— 
Majestic and Grunow Units, Compressors 
and parts. Immediate shipment. Old 
unit can be returned later in our crate. 
We also exchange floats, Evaporators, 
Controls. Write for price list specify S6. 
SERVICE PARTS CoO., 1101-03 N. 24th 
Ave., Melrose Park, IIl. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRB), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


Chapman Joins Staff of 
. Blackstone Corp. 


JAMESTOWN, N. Y.—wW. K. 
Chapman, formerly with Bendix 
Home Appliances as special mer- 
chandising representative, has been 
appointed sales promotion manager 
for Blackstone Corp., washer manu- 
facturer with headquarters here. Mr. 
Chapman has spent more than 20 
years in the major appliances field 
as retailer, distributor, and sales 
and promotional executive. 


Apollo Sales Staff Gets 
‘Night Out’ Award 


NEWARK, N. J.—As a reward for 
the September-October record on 
Crosley “Glamor-Tone” radios and 
Shelvador electric refrigerators, 
members of the sales staff of Apollo 
Distributing Co., Crosley distributor, 
were guests Oct. 25 at a dinner at 
Ben Marden’s Riviera. 

Present at the dinner were N. C. 
MacDonald, Crosley eastern sales 
manager; Lloyd Dopkins, district 
manager; David Slobodien, president, 
and Fred Goldberg, vice president, of 
Apollo; and the following sales staff 
members: David Cooper, Edward 
Adams, Joseph Hecht, Joseph Edel- 
son, Walter Grew, Jack Shafran, 


Valves and Fittings 
The Standard of the 
Industry © 
Kerotest Manufacturing Co. 


Pittsburgh, Pa. 


FOR SATISFACTION—SPECIFY . . 


— SMELTING 
COMPANY 


Located at tidewater 
WEST NORFOLK, VIRGINIA 


For Information on Motors 
FOR ALL TYPES OF 
Air Conditioning and 


Refrigeration Equipment 
WRITE Manaore.t M4 


John Campli, and S. Jerry Gutman, ‘asner Flectri . 
Apollo company sales’ promotion W PLYMOUTH AVE tric Corporation 
manager. 

©o— 


Prices upon request. UNITED | 


The Crispeteria is open 
attention-getting display of produce . 
customers loaded down with purchases, who can't 
OPEN for easy handling and 
OPEN so 


open bulky doors 
selection .. . 
that grocers are eager to install one. OPEN a new 
field for profits by selling the Crispetera. 


OPEN 


OPEN for compelling, 
OPEN for 


OPEN FOR BUSINESS! 


REFRIGERATORS 


NORTH KANSAS CITY, MO. 


One piateumen] wnivsn 


FOR PRESSURE CONTROL UP TO 1 HPAC. 


POLARTRON 


MINNEAPOLIS-HONEYWELL 


ERATION 


MINNEAPOLIS-HONEYWELL REGULATOR COMPANY BP 
2007 FOURTH AVENUE SOUTH, MINNEAPOLIS, MINNESOTA 
CANADIAN PLART TORONTO LUROPLAW PLANT: LORDOR COMPANY OWED BRARCHES im 49 OTHER CITES 


eo ol 


LIN AppuicaTio 


64a be Converteg {0 Produc 
fr ; 
*8t Frag Constant Cole 


* 
Ld Short Creling 


SPOILAGE. 


BASKETS. 


IDEAL FOR DAIRY, PRODUCE, 
ALL OTHER PERISHABLES. 


SALE. 
INQUIRE TODAY! 


FOGEL 


ALSO AVAILABLE WITH NON-REFRIG- 
ERATED OPEN BOTTOM, WITH WIRE 


A BIG DEMAND FOR THIS ITEM. 
A BEAL PROFIT FOR YOU IN EVERY 


are Aggy ted te co 
I16‘t' & Vine Sts., Phila., 


THE DAIRY CASE THAT TOPS THEM ALL 


“EYE LEVEL” DISPLAY BOOSTS SALES. 
PERFECT REFRIGERATION ENDS 


PANY, nce 
Pa. 1899 


Brand New Fall Specials 
Upright Receivers 4 ”x 10%”. $ .85 
Horizontal Receivers 4 “x12 1.00 
Horizontal Receivers 314” x 18%”. 1.50 
New Water Cooled Condensers 


We OE Wn cb tackacecosse 2.50 
New Water Cooled Condensers 
PUP Deen Co ccccccsovecse .50 
New Red Seal Low Pressure 
EEE AA 3.25 
New Red Seal H&L Pressure 
CONE. -ndevectecdesulees ves 5.25 
+} Gel Dehydrators 


a 
Forged Brass Ends—Copper Shell—\4 
or % Flare. Sizes listed are diameter 
and len * by shell. 
1 x 4~$.80, 1 x 6—$1.00, 2 x 24%4—$1.05, 
2 x 6—$1.37, +% 12—$1.90, 2 x 18—$2.40. 


Refrigeration on Supply jobbers 
*aCHIGAGO, ELETNOTS. 
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Electrical Leagues Discuss Ways 
of Handling Refrigerator Trade-Ins 


‘How To Help Dealer’ 


(Concluded from Page 1, Column 5) 

Estimating that the refrigerator 
trade-in volume in the Philadelphia 
territory this year would average 
around 25%, Mr. Morrison said that 
the rebuilding plant, which last year 
handled around 2,400 units, this year 
would _ recondition approximately 
4,000 units. 

Complicating the plant’s disposal 
problem, the result of an overwhelm- 
ing proportion of outright purchases 
from dealers, was the disappearance 
of the department stores as a volume 
outlet for re-sales of this equipment. 
With this year’s base price at $115, 
these stores no longer were interested 
in handling used refrigerators priced 
at around $70. 


‘Export’ ‘Em Is One Way 


New used-refrigerator outlets were 
developed, however, on the West 
Coast and in the export field, Mr. 
Morrison reported. The plant shipped 
between 700 and 800 units to buyers 
in Los Angeles and other California 
cities; some 800 units were shipped 
to South America, 600 to South 
Africa, and 400 to China. 

A survey of a portion of the plant’s 
activities this year shows that a 
better class of used refrigerators is 
being received than in the past, Mr. 
Morrison reported. Of approximately 
2,500 units purchased outright by the 
plant, 71.5% required rebuilding, and 
more than 11% were sold “as is,” 
with only 17% in such condition 
that they had to be scrapped. 

As to the ages of refrigerators 
purchased by the plant this year, a 
survey of 1,200 units showed that 


56% were produced .between 1928 
and 1931; 67% between 1928 and 
1932; 87% between 1928 and 1933; 


and 96% between 1928 and 1934. 


Trade-Ins Under Code? 


The question of quality control of 
used refrigerator re-sale standards 
was brought up by J. S. Bartlett of 
the Electric Institute of Washing- 
ton in a discussion which followed 
Mr. Morrison’s report. In Washing- 
ton, Mr. Bartlett said, the matter 
may be considered in connection with 
the local refrigeration code set-up. 
At present, he declared, the matter 
must be regulated through the 
plumbing inspection office. 

Several other league managers, 
among them G. W. Weston of the 
Electric Association of Kansas City 


also indicated that the question of © 


regulating re-sale standards was a 
problem which might be an impor- 
tant one in the future. 

Herman Hantober, one of the 
principals of the Philadelphia refrig- 
erator rebuilding plant, reported 
that as an experiment, one of the 
large dealerships using the “blue 
book” this year had adopted a tem- 
porary policy of trading for units at 
one-half the recommended allowance. 
In a two-month period, he said, 160 
units were traded in by the firm, 
indicating that the quoted allowances 
were not too low, as some dealers 
had complained. 


Aid To New Sales? 


As to whether or not the trade-in 
plan had helped new-refrigerator 
sales by encouraging purchasers of 
reconditioned units to turn these in 
on 1940 models, Mr. Hantober said 
that, while this was known to have 
happened in some cases, the plant 
had no figures on it. 

What a cooperative dealer program 
has done to increase electric range 
and water heater sales in the 


Milwaukee territory was described by 
N. C. Christopherson, 


secretary of 


Programs Also Outlined 


the Electric League of Milwaukee, in 
a discussion of “New Ideas That Sell 
Electric Ranges and Water Heaters.” 

Important in any cooperative set- 
up, where the utility also merchan- 
dises appliances, is an attitude of 
fair play, Mr. Christopherson empha- 
sized. The power company should 
not be accorded privileges not open 
to other dealers, he declared. 

Under a cooperative arrangement 
of this sort, electric range sales in 
the territory, which in 1935 were 
divided about 50-50 between the 
power company and independent deal- 
ers, have now swung over to an 
80-20 ratio in dealers’ favor. About 
21,000 ranges are now in use in the 
territory. 

This year’s electric range quota 
for the territory was set at 3,500 
units, of which 2,500 were to be sold 
by dealers and 1,000 by the utility. 
Indications are, however, that dealers 
will sell more than their quota, while 
the power company may not reach 
its mark. Total area sales will pass 
the 3,500-unit quota by a good 
margin, the speaker said. 


How To Help Dealers 


Complete cooperative program on 
ranges and water heaters this year, 


according to Mr. Christopherson, 
included: 

1. Dealer sales bonus (wiring 
allowance, permitting dealers’ to 
quote “installed prices” on ranges 
and water heaters). These bonuses 
were: for range only, $25; water 


heater only, $10; range and water 
heater combination, $35. Allowances 
apply only where standard wiring is 
used, and do not cover sales to 
homes already wired for a range or 
water heater. 

' 2. Financing of range and water 
heater sales by dealers. This is 
done on a_ three-year basis for 
ranges, and on a five-year basis for 
water heaters, at a standard flat 
charge of $10. 

3. Handling of all range and water 
heater servicing, relieving dealer of 
this responsibility. 

4. Handling, through league home 
economists, of all range demonstrat- 
ing. 

5. Employment of eight full-time 
dealer contact men on ranges and 
water heaters, to assist dealers in 
following up prospects for. these 
appliances. On water heaters, the 
men organize ‘Booster Clubs,” in 
which the names of the dealer’s 


FOR YEARS THE SYMBOL OF QUALITY 


aia ct WOLVERINE TUBING 
—Buy From Your Jobber— — 


| VERINE TUBE\CO. DETROIT. 


10 best prospects are used in direct- 
mail follow-up promotions. 

6. Assistance to dealers in organ- 
izing and conducting cooking schools. 
The league arranges for free cur- 
rent for these schools, and furnishes 
trained demonstrators to conduct 
the affairs. 

7. Sales training classes for range 
and water heater salesmen. 

8. Sponsorship of the annual 
Home Show, at which these appli- 
ances are displayed and demon- 
strated. 

In addition to these active sales 
aids, the league also furnishes an 
instruction booklet to each electric 
range purchaser, and follows up new 
users soon after the appliance is 
installed to explain its operation. 

One of the most important activi- 
ties of the league in promoting 
ranges and water heaters, Mr. 
Christopherson declared, is in help- 
ing all branches of the industry 
understand the cost of operation. 
To serve this purpose, the Milwaukee 
association has published a folder 
comparing the cost of operation of 
various appliances under different 
conditions. This has been a major 
factor in breaking down com- 
plaints of “the bill’s too high,” Mr. 
Christopherson said. 


Roaster ‘Short Course’ 


What amounted to a short course 
in “how to sell electric roasters” 
was presented by G. A. Gardner, 
sales promotion manager of the 
Duquesne Light Co., Pittsburgh, in 
outlining the program which last 
year was responsible for sales of 
7,559 units, approximately 6,700 of 
them by independent dealers. 

Deciding, after a try-out in its 


own home economics department, 
that the roaster was a high-profit 
item deserving of promotion, the 
Pittsburgh utility built an all-around 
program around this appliance, 
covering traveling roaster schools, 
local tie-ins by dealers, and window 
display contests, which pulled a total 
attendance of more than 73,000 per- 
sons, Mr. Gardner said. 

Advance promotion for the cam- 
paign consisted of a series of meet- 
ings for distributor, dealer, and 
department store men, at which the 
program was outlined and a “roaster 
meal” prepared and served, to indi- 
cate the possibilities of the appliance. 

A prospectus of the campaign also 
was prepared, showing the national 
advertising, advertising materials, 
and other aids available, and point- 
ing to the opportunities for local 
tie-ins. 

Big feature of the campaign, how- 
ever, was a series of “roaster cook- 
ing schools,’ sponsored by news- 
papers in the various communities 
(in Pittsburgh itself by the Sun- 
Telegraph), with the power company 
furnishing the equipment and stage 
setting, as well as advertising and 
promotional materials. 

In non-urban areas, participating 
dealers cooperating in the promotion 
were required to carry a minimum 
amount of newspaper advertising in 
connection with the event, and to 
display roasters during the time the 
roaster school was. being held. 
Appliance displays in the theater or 
auditorium used for the school also 
were limited to cooperating dealers, 
who in this case were given a period 
of two weeks in advance of the 
show to work up interest through 
these displays. 

To promote the schools in Pitts- 


burgh itself, special cooking schoo} 
sections were run in the newspaper, 
with special advertising featuring 
the various door prizes to be given 
in connection with the event. These 
door prizes, Mr. Gardner said, were 
an important factor in building the 
attendance at the schools. 


Window display contest for dealers, 
conducted as a sideline in connection 
with the schools, drew 117 entries, a}) 
using campaign materials. Roasters 
also were displayed prominently dur- 
ing the Christmas season, Mr. Gardq- 
ner said. 

That the cooking schools did make 
Pittsburgh housewives “roaster con- 
scious” is indicated by a survey 
conducted shortly after the close of 
the campaign, Mr. Gardner said, 
which showed that 90% of women 
interviewed knew about the roaster 
and what it would do, about 40% 
wanted one, and the roaster was 
third in popularity on the “next 
appliance”’ list. 

For the benefit of organizations 
planning a roaster campaign, Mr. 
Gardner listed the following four- 
point program: 

1. Do an all-around job. Cover all 
angles—sales, promotional, display, 
entertainment, etc. 


2. Make the basis of the campaign 
one of education, for both dealer and 
consumer. 


3. Eliminate all “free riders’— 
see that every dealer who is per- 
mitted to get into the campaign has 
a real stake in it. All participants 
must profit—or the promotion will 
fail. 

4. Sectionalize your market, and 
open it one section at a time. Work 
as a unit in one terrritory, and finish 
the job there before you move on. 
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Conecily named 
DEPENDABLE 


have given 


~ WONDERFUL 
bs SERVICE” 


“‘There’s valuable time and labor 
tied up in every one of your new 
installations. How good it is to 
know that this investment — and 
your Profits on the job — are pro- 
tected by truly DEPENDABLE 
Refrigerant Control! 


Refrigeration Engineers, like Re- 
frigeration Service Company, find 
one of the best ways to eliminate 
expensive, profit-consuming “call 
backs” is to standardize on A-P 


A-P Model 205-C 
Thermostatic Expansion Valve * 
1 Ton Freon Capacity 


@ Progressive Service Engi- 
meers use and recommend 
...and Aggressive Jobbers 
stock and talk... A-P 
Products! 


valves control refrigeration... 


DAY PHONE C-3912 


Gentlernen: 


named "Dependable" - 


customers do also, 


REFRIGERATION Service Co. 
1225 WABASH AVENUE 
TERRE HAUTE, 


Automatic Products Company 
2450 North Thirty-second St, 
Milwaukee, Wisconsin 


For the past two years our company has been 
using A. P products, especially your thermostatic 
expansion valves, Models 205 and 207. 


These valves - which you have correctly 
service, and since changing to A. P. our call 


backs have been practically eliminated. 
only appreciate this, but we know that our various 


Che SERVICE COMPANY 


NIGHT PHONE H-se20 


INDIANA 


July 5, 1940 


have been giving us eontertul 


We not 


Yours very truly, 


ard C, Neibert 


Valves. With their proven DE- 
PENDABILITY, A-P Valves can 
be “installed and forgotten” — in 
complete confidence of an accu- 
rately controlled installation — 
providing assurance of customer 
satisfaction. 


YOUR customers will appreciate 
this DEPENDABLE service. And 
their appreciation will win new 
sales and profits for you. Enjoy 
these benefits NOW by using A-P 


Service and Office Staff of 
W.C. Neibert Refrigeration Service Company, 
Terre Haute, Indiana. 


Valves on every job. 


A-P builds DEPENDABILITY into 
a full line of Thermostatic Ex- 
pansion Valves, Solenoids, Water 
Valves, Suction Pressure Valves, 
Oil Valves, Temperature Control 
Sets, and the new ‘“TRAP-IT” 
System-Protectors. 


A-P Valves purchased through 
F. H. Langenkamp Company, In- 
dianapolis, Indiana. 


A-P Model 207 
& Thermostatic Expansion Valve 
¥, Ton Freon Capacity 


AUTOMATIC PRODUCTS COMPANY 


2450 


MILWAUKEE 


THIRTY — 


SECOND STREET 
WISCONSIN 


Export Department ‘100 Varick Street, New York City 
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